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49 YEARS OF FINE SWITCHMAKING 
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Double Pole, Double Throw 
3 Positions, 2 Circuits 


Provides convenient flush control for two- 
speed motors, such as attic fans, blowers, etc. 
Gives any two-circuit connections for perma- 
nent and auxiliary lighting, or dark room 
control of colored and bright lights. 

Switch has positive OFF position in the 
center. It is impossible to switch from one 
circuit to the other without stopping at the 
center, and again moving the switch lever to 
the second position. 

Due to the length of throw necessary for 
the switch lever, Plate No. 4362 with extra 
long opening is required. 


10 Amps. 250 Volts; 20 Amps. 125 Volts 


Cat. Description Std. Car- Pkg. 
No. . Pkg. ton Wet. 
4361 Bakelite Switch 10 2 9 
4362 Brass Plate, .060” 10 2 8 


Plate No. 4362 must be used with No. 4361. 


HARKT &HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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LOOKING 


INTO 


TWO-FACED 
CATALOG HOUSES— Toastmaster and Chicago 


Flexible Shaft have struck a blow for freedom. They 
have stepped up one by one and told the cock-eyed 
world that they would sell no more to two-faced 
catalog houses. We rise and bow! 

People who want to buy from a catalog certainly 
are entitled to. But the catalog house should decide 
whether or not it wishes to participate in the organ- 
ized distribution of the electrical industry. If it 
does want to enjoy these advantages, it should be 
willing to obey the rules that experience has estab- 
lished as sound practice. But if it wants to go lone 
wolf and offer trade prices to retail customers, it 
should come clean with the manufacturer and say so. 
And those who have a policy will know what to do. 


* 


MORE LIGHT 
ON ROASTING— Of course, we don’t approve of 


women snoopin’ around. But there are times when 
it is a fine habit—say when a roast is in the pan. 
And so we laud and magnify the Westinghouse inno- 
vation—interior illumination and a glass to look 
through in both electric ovens and roasters. 

They’ve found the way, it seems, to keep the win- 
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THE NEWS 


dow free from fog, using insulation and air space 
between glass panes. Of course, the roast duck loses 
his privacy. But how’s this window for a talking 
point? 


HOW CAN 

WE MOAN?—Dear! Dear! We just get to feeling 
sorry for everybody and smack!—up comes some 
good news. For instance— 

Electric Supply and Equipment Co. of Greensboro, 
N. C., is running 30 per cent over last year in sales. 
All their employees received an extra week’s salary at 
Christmas and in March got a 5 per cent bonus on 
their year’s pay. 

Now, how you gonna moan and weep, when whole- 
sale houses act like that? And they say these bon- 
uses pay back bigger dividends in service than any- 
thing they’ve ever done. 


* 


SEEING IS 
HARD WORK—Dr. Charles Sheard of Mayos has 


found out that seeing, even under good light, con- 


sumes a quarter of your bodily energy. If the light is 


5 


bad, it takes still more out ot you. In a word, seeing 
is hard work, sezzee. 

So if you have any customers who hire men and 
women to do inside work and like ‘em to be peppy— 


you ought to bring the matter up. 


$0 IT 
ALL DEPENDS— Talk of business at the NEWA 


meeting sounded just about like most other years at 
any other average convention. Some are making 
good gains right now and feeling happy. Some are 
showing smaller increases. 

Sometimes it is local conditions—yes. But listen- 
ing around, it would appear that the men with 
initiative, energy and enterprise make more money 
than the drifters and the complainers. Probably 


they always will. 


TELL ’EM 
AND SELL . E M— Filene’s big store 1n Boston has 


put in a new RCA sound system. They broadcast 
news of style shows and special events, management 
talks to employees, time signals, music by the store 
orchestra or from records or radio and round up 
lost brats. Filene’s says “it is unlimited in its pos- 
sibilities.” 

Of course, all big merchants are not Filenes. 
But there is no reason to keep this experience from 
other department stores in your territory. In fact, 


you ought to tell "em. 


CROSLEY PAYS 


A 


DEB T—wWell. it’s happened—and we 


would. 


hoped it 
Automobile manufacturers have been branch- 
ing out into the electrical appliance industry. And 
Now Powell Cros- 


ley, maker of radios, refrigerators, clothes washers 


they have waked us up aplenty. 


and ironers, pops out with a new low priced, half 
pint automobile. 

We don’t know whether anyone will want to ride in 
Crosley’s little roller skate or not. But we hope— 
just to be fair—that he will do the automobile 


industry some good and pay our debt a little. 


SET "EM UP 


AGAIN, BOYS—rThe 


Holy 
But the Wholesale Rollers are now making 


Rollers used to be 
famous. 





‘em look sick. What we’re talking about, of course, 
is Lyle Fife’s Detroit bowling team. They have just 
about devastated the alleys of the Middle West—and 
now won the national championship without sucking 


a thumb. 





Maybe this isn’t selling—or is it? Anyway, we'll 
bet four dollars to a red brick watch that more people 
have talked about Lyle Fife this year than ever be- 
fore. And if it’s done ’em any harm, it’s sure too 
bad. 


MARCH HEAVY 
SALES UP—At their Hot Springs meeting, NEMA 


reported that orders for heavy electrical equipment 
have shown a sharp rise. “No let down in sight.” 
Power companies are buying. Electrical manufac- 
turers feel better. 

Gains in March show 15 to 47 per cent in motors, 
generators and transmission, distribution and indus- 
trial equipment. And this is usually a good barom- 
eter for other business—supplies, appliances. Let’s 


take the good news as it comes—and use it. 


WHAT NO 
CAMEL SMELL?—Invention and progress is all 


right in its place, but it ought to leave the circus 
alone. Listen!—The news leaks out from the pub- 
licity department of Ringling Brothers and Barnum 
and Bailey that they now have some air conditioning 
vans that back up to the big tent and give you pure 
air—warm or cool. 


What good 


ben) 


It’s an outrage against our memories. 
is a circus if you don’t smell the camels? If any 
wholesaler’s salesman did that trick, he ought to be 
fired or 


President. Either one would serve him 


right. 
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Tee FUSTAT can help correct this condition 
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It shows user need for 
new circuits 


Permanent overloading is positively pre- 
vented. Once the correct size Fustat has 
been installed it cannot be replaced with a 
larger size and bridging it in any way is 
virtually impossible. If additional circuits 
are needed the user cannot side-step the 
issue at the sacrifice of safety 


Itreduces low voltage complaints 


The user cannot load the circuit beyond 
the proper capacity of the copper. This 
prevents a voltage drop that is so fre- 
quently the cause of complaints about 
toasters, percolators and other appliances 
not operating efficiently 


It permits more outlets per circuit 


Adding a maximum number of outlets is 
a perfectly safe practice because the Fustat 
guards the circuit against overloading. 


It guards against blowing 
of main fuses 


The branch circuit Fustat will almost 
invariably open on a short-circuit or over- 
load, AHEAD of the main fuse or Fustat 
— because it cannot be replaced by an 
oversize fuse or readily tampered. When 
it does open to protect, only the normal 
Joad of one circuit is off the line instead 





neéE 


.o® 


it’s just good business to sell, install and use Fustats 


BUSSMANN MFG 


of a user possibly having all of his lights 
and appliances out of service because the 
main fuse blew. 


It permits adding more appliances 


to present circuits 


A circuit can be loaded to approved 
capacity without needless blows and with- 
out sacrifice of safety. The long time-lag 
of the Fustat keeps it from blowing on 
motor starting currents or other harmless 
overloads. 


It builds user confidence in 
doing things electrically 


The Fustat helps sell the electrical way 
of doing things — for it generally permits 
users to add new appliances without being 
annoyed by needless blows . . . it assures 
proper operation of appliances because 
low-voltage cannot be caused by over- 
loading . . . it reduces chances of users 
being frightened by shorted cords burn- 
ing up, for the quick action of the Fustat 
on dangerous cord shorts — 
prevents spraying of metal, 
starting of fires, burning of 
users ... it helps teach user 
that the protective device is 
a desirable safeguard instead 


of a nuisance... thus it ase zy 


sists the whole industry to 
build towards bigger busi- 
ness and better times. 


A 


CO University at Jefferson, St. Louis, M« 


JEFFERSON ELECTRIC COMPANY, Bellwood, I 


Kor xe we?” NATIONAL EI 
vw UNION INSUL/ 
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1 Sixth Ave New York City 
-CTRIC PRODUCTS CORP., Fulton Bldg., Pittsburgt 


TING CO., 27 Park Place, New York City 











WHAT IS THE 
FUSTAT? 


It is a fuse to which a 
thermal cutout is added. 

It protects like a fuse 
against short-circuits — 
even high resistance 
shorts such as occur in 
flexible cords. 

































It protects against per- 
manent overloads, even 
when as light as 25%. 


Yet it will not blow on 
motor starting currents of 
washing machines or other 
appliances. 


It has a base that 
guards against anyone 
robbing the circuit of pro- 
tection. 

It fits Edi- 
son base 
fuse-holders 
through the 
use of an in- 
expensive 
adapter. 





Retails 


at 7c 





Retails at 7c 


15 to 30 amp. sizes 


"Good morning, Mr. White—I direct the Acme Indirect Lighting Company.” 





STREAMLINED SELLING 


for. Standard Supplies 


Better management and 


puts more profit into 


FYNO RUN A profitable independent 

[jobbing business these days 
takes streamlining. It requires a 
new kind of pioneering—the blazing 
of new trails in the elimination of 
waste time and energy. Every move 
must count. Every call must be pur- 
poseful. Every line handled must 
stand on its own feet, carry its own 
profit. That’s why the standard 
lines are preferred. 


Al Phillips 


This thinking guides the manage- 
ment of Incandescent Supply Co., 
or it is the kind of thinking Al Phil- 
ips, sales manager, does to direct the 
nergies of his efficient and compact 
crew. With houses in San Fran- 
isco, Los Angeles, Oakland and 
fresno, their business has been built 


volume 


better selling 


sales 


largely on the handling of small ac- 
counts—lots of them. The efficient 
handling of this line of customers 
means careful management and effi- 
cient selling. Otherwise it is easy to 
lose money. 

“Speaking of standard lines,” said 
Phillips, “we try to function with 
the idea that there must be profit 
from every single order. We can- 
not afford to take any profitless or- 
ders in the hope of profit on future 
business. Each order must pay 
enough to cover the overhead and 
return a profit. 

“We have discovered that it 
doesn’t pay to handle single items 
unless they are part of a line that 
we already handle, or unless we feel 
that we can do at least $5000 a year 
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One typing of this six-part ticket supplies 
complete records of each transaction for 
all purposes, 


business with the item. Otherwise 
it costs us too much in cataloging, 
errors, handling, inventory, and con- 
fusion. It is hard to keep track of 
it in the mass of other items. 
avoid such special items unless they 
are a part of our line. 

“A good many jobbers buy from 
too many manufacturers. We tried 
it once. It doesn’t pay. For in- 
stance, we carried several lines of 
wiring devices, but found that we 
had 50 per cent more inventory than 
was consistent with our sales vol- 
ume, and not enough of any one line 
to supply all our needs. With too 
many lines you get overloaded on 
inventory, your effort in selling is 
split so that you don’t do a good job 
on any line, and there is more con- 


So we 
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fusion in handling and cataloging, 
more chance to make errors. All 
this ends up in less profit.” 

He explained that with so many 
small accounts, a good deal of the 
business is in broken carton quanti- 
ties which carry a higher mark-up. 
While they do not turn down any 
large orders, they have catered more 
to the small contractors, and they 
concentrate on wiring supplies and 
lighting fixtures, with little emphasis 
on major appliances. 

So they study their accounts to 
see if they are buying all lines from 
them, both wiring devices and fix- 
tures. If not, they endeavor to build 
up the account. Their experience 
has shown that it is not profitable 
to handle an account unless it buys 
more than $25 a month from them, 
and that their most profitable ac- 
counts buy from $100 to $200 a 
month. 

Fixtures often give an entree to 
the sale of wiring supplies and vice 
versa. By working with the con- 
tractor he can be taught to make as 


much selling the fixtures as he does 
on the wiring. He can bring his cus- 
tomers into the wholesale show 
rooms where large display stocks 
are neatly and attractively main- 
tained, or he can sell from the In- 
candescent Supply catalog, or have 
their salesman go out with him and 
help sell his customer. 


Price Consciousness 


Price consciousness on the part 
of customers, Phillips feels, is usual- 
ly limited to a few familiar items. 
He made a check once to find out 
about what items in the supply line 
contractors were price conscious. 
Nearly all were conscious of the 
price of No. 14 wire, but not of No. 
6. In all, the contractor was only 
conscious of prices on about 20 items 
most often used. Therefore, by try- 
ing to keep competitive on those 
items, and in reasonable range on the 
others, price ceases to be a factor in 
holding a customer. It is service, 
good merchandise, and confidence in 


the firm that bring in the business. 

Internal organization and stream- 
lining of office procedure are vital 
factors in making a profit from small 
orders and small accounts. To 
achieve this, Incandescent Supply 
has simplified its office forms, its 
perpetual inventory, and similar de- 
tails. For example, after study of 
forms used in another kind of busi- 
ness, it has developed a single six- 
part ticket form which provides com- 
plete records of each sale for all pur- 
poses. This set of forms contains 
an office copy, a customer’s invoice, 
a special copy for checking, an office 
file check copy by which to account 
for every ticket issued, a packing list 
copy, and a salesman’s copy. This 
ticket is typed from the hand-written 
order used by the salesman, and re- 
duces office routine to one operation. 

It is this sort of management and 
selling that yields profit from stand- 
ard lines. This is the experience of 
Incandescent Supply, and the basis 
of their policy. And it has helped 
them to grow. 





Jack Baer 


ONTRACTORS, plant electricians 
peer others in the trade near 
Charlotte, North Carolina, know 
Jack Baer. He sells supplies for 
the Mill Power Supply Company. 
And the word is that this man is 
among the best to hit their towns 
in many a day. So he sells them and 
makes money doing it. 

His success comes from something 
more than hard work and a ready 
smile. He has a plan. It is simple. 
It will work in any territory. 
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His method is to increase the 
market vertically by making better 
merchandisers of his present cus- 
tomers, so they can buy more. It is 
a case of helping his contractors get 
more out of every job. This isn’t 
done by inspirational  flib-flab. 
Rather he sits down with them and 
together they lay out wiring speci- 
fications for adequacy, quality and 
profit—always a profit. 

Then the selling job starts. For 
Baer’s customer’s price is often high 
and some explaining has to be done. 
So he goes out with the contractor 
to show the architect or plant super- 
intendent why their bid might be a 
bit more than the others. Their sales 
story is based on convenience, com- 
fort, economy, greater prduction, 
reduced costs, provision for future 
load. It’s the usual presentation, but 
they really mean it. And they have 
been highly successful in convincing 


Selling THE PROFIT MOTIVE 


Jack Baer's method puts contractors in a position to buy more. 


electrical 
slightly 


prospects that adequate 
work is well worth the 
higher initial investment. 

This activity takes time. So Baer 
does plenty of culling to get the right 
contractors to work with. The ones 
he chooses are those who are in busi- 
ness to make money. He has no time 
for the curbstoners who still wor- 
ship “Old Number 14—The Sacred 
Cow” and all she represents. 

Jack sees his large accounts at 
least once a week, and the others less 
frequently. But on every call he has 
something to offer. It may be a new 
product, an idea, or a tip on a job 
that is about to break. The trade 
welcomes that kind of salesmanship. 

Baer has been selling for Mill 
Power since 1931. Before that he 
spent twelve years with the old 
Carolina States Electric. He received 
his early training at Southern Elec- 
tric in Baltimore. 
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ANY YEARS AGO I moved into a 

home of the Swiss type of 
architecture, with a low pitched roof, 
plenty of slate exposed to the sun, 
and very little attic space. In the 
summer the air in the attic heated up 
quickly, and the bedrooms under it 
became uncomfortably hot. After 
studying the problem I decided to 
put a small exhaust fan in one end 
of the attic, open up the other end, 
and turn the fan on early in the 
morning, before the attic became un- 
duly heated. 

This seemed to work; so after 
several years’ use I began to apply 
this thought to our business. I 
knew that every home in our city, 
and throughout the territory we 
served, had something of the same 
problem. If I could get the industry 
interested in it, there would be a tre- 
mendous new field for fans—com- 
parable, perhaps, to the field devel- 
oped by plumbers by the sale of 
bathtubs. With this in mind, I 
talked to some electrical contractors, 
and approached the local utility. I 
received a very enthusiastic re- 
sponse. 

As a result, a campaign was put 
on by our local Electrical League 
luring the late 20’s—the first of its 
kind ever attempted. This campaign, 
under my direction, enlisted the sup- 
port of the utilities, the manufac- 
turers, the distributors and the 
dealers. We spent more than 
$7,000, and, although the immedi- 
ate results were disappointing, I be- 
lieve this was the start of a move- 
ment which is now under way in 
very serious proportions. 

Like all new developments, how- 
ever, this ventilation industry is 
subject to growing pains. It is in 
the throes of such pains today. Un- 
fortunately for the industry, a num- 
ber of manufacturers 
possibilities in 


have seen 


very cheap units, 
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A wholesaler tells how 


his house pioneered in 
this profitable field .. . 


By L. L. HIRSCH, 


President, Electrical Supply Co., 
New Orleans 


and attic fans are being offered and 
sold, whose only appeal is cheapness.- 

Long and satisfactory service are 
apparently matters of secondary con- 
Let us hope that the 
manufacturers of ventilating equip- 
ment will sooner or later learn a 
lesson from the manufacturers of 
central heating systems, who have 
put their idea across in great shape, 
with reliable equipment. 

The sale of kitchen ventilators, of 
course, has been developing along 
with the sale of other types of ven- 
tilation, as the general public be- 
comes more air-conscious. It is only 
natural for architects and builders 
to join with the electrical fraternity 
in furthering the sale of kitchen 


sideration. 


ventilators, bathroom ventilators, 
transom ventilators, and the like. 

Our specialization on the sale of 
fans and ventilation over the years 
has brought us some profit, and a 
deal of satisfaction. Here, in one, 
two, three order are the points on 
which our policy is based— 

1. We feature fans and ventilating 
equipment because we see a big market 
that will give us a very satisfactory 
return. 

2. We do not have special salesmen to 
concentrate on this business. By the 
slow process of education, encouragement 
and personal help, we get all our men 
keyed up to the point of developing fan 
and ventilation outlets. 

3. The principal resistance to the sale 
of fans and ventilating equipment is the 
indifference of the public. Once this 
obstacle is surmounted, the rest is easy. 

4. There is no particular reason why 
we wholesalers cannot sell other kinds 
of air-conditioning or mechanical refrig- 
eration equipment, but it needs special- 
ized knowledge, and sales ability. The 
securing of proper manpower for this 
type of work is of paramount importance. 
Unless a wholesaler has the proper set-up, 
his chances are greater for failure than 
success. 

5. The promotion of ventilation brings 
other business, not only the immediate 
material required for the installation, but 
new business from new contacts and new 
customers. 

6. Profits and cost of sales in fans 
and ventilation are not so attractive as 
they should be. But if the volume is 
great enough, and the cost of handling 
is reduced in proportion, a profit can be 
made. 


In the sale of ventilation we fol- 
low the same plans which, years ago, 
helped us bring order and profits out 
of a chaotic desk fan situation. We 
encourage our dealers to buy ad- 
vance-season stocks of attic ventila- 
tors and exhaust fans, as they do 
of the desk and ceiling types. We 
protect them against end of season 
dumping and cut prices on the lines 
we handle. And by concentrating 
on pre-season sales and good service 
throughout the season, we are able 
to carry complete stocks, and get 
the kind of turnover that shows a 
profit. 


V 7 HITE men have been going to 

the Virginia Hot Springs for 
200 years. Indians gathered there 
before that. So maybe it was noth- 
ing new to those old hills. But it 
was something new and fine to elec- 
trical wholesalers—that NEWA 
meeting. 

We are all so young and sprightly 
these days, we are apt to forget to 
benefit from the mature judgment 
of the ‘“‘old timers”. Well, our indus- 
try paused at this convention for 
just that purpose. Some forty 
pioneers of electrical wholesaling, 
men who had been active in the 
affairs of the jobber association 
more than twenty-five years ago, 
were on hand. They talked things 
over with the men now guiding the 
industry’s affairs. And a_ lesson 
stood out plain. 

The problems  bedeviling this 
business today are pretty much the 
same ones the old timers wrestled 
with. They licked ‘em and so can 
we. And they can help us with their 
seasoned judgment. It was some- 
thing to think about. So these “old 
timers” not only contributed most 
happily to the social side of the 
convention. By their presence and 
their conversation, they dramatized 
the value of experience. 


Pioneers Honored 


The Pioneers Banquet, Tuesday 
night, was the high point of the 
convention, when these “old timers” 
gathered with a few guests at a 
horseshoe table, with wine and 
song, to say nothing of roast pheas- 
ant from the preserve of Max 
McGraw—himself a pioneer unable 
to be present. Warren Bickford 
acted as toastmaster. Donald Tolles 
presented greetings from absent 
pioneers. 

The rest of the convention fol- 
lowed the familiar schedule—meet- 






WHOLESALERS AT 


Hot Springs 


Forty pioneers dramatize the value of experi- 
ence to a large and successful Convention of 


the National Electrical Wholesalers’ Association 


ings of the executive committee on 
Sunday, meetings of the commodity 
committees on Monday, followed by 
conferences with manufacturer 
groups. And this time, these manu- 
facturer groups were appointed by 
NEMA as official spokesmen for 
their industries. This is a new de- 
velopment that promises to con- 
siderably increase the effectiveness 
of the commodity conferences. The 
wholesaler members of these joint 
conferences held prior meetings by 
themselves. The manufacturers came 
unorganized. It is proposed that 
hereafter the NEMA representa- 
tives will also meet separately be- 
forehand, so that the conferences 
can express considered purpose and 
judgment on both sides. 


Confidence the Keynote 


At the general meeting, J. G. 
Johannesen, chairman of the Execu- 
tive Committee, expressed confi- 
dence and optimism on the outlook 
in the wholesale business. He looks 
for a volume at least ten per cent 
better than last year, despite all 
the diverting problems and alarms. 
“We, too, stand on the threshold of 
the World of Tomorrow,” he said. 
“Better 


service and better goods 


Arch McKay, left, of McNaughton-McKay Electric, Detroit, and J. B. Terry of 


Terry-Durin, Cedar Rapids, lowa, both very active pioneers, (Top) 


Missouri Pioneers Luther Reid, left, American Electric, St. Joseph, and Walter 
Blue, Columbian Electric, Kansas City. (Center) 


Left, Gene Park, of Frank Kelley, Inc., was there talking fluorescent lighting. 
Right, N. J]. MacDonald of Thomas and Betts, with his wholesaling plan under 


his wing. (Bottom) 





















































































































will be demanded of us. And the 
commodities and services in which 
we deal are worthy of their just 


prices”. 
Counsel's Warnings 


Dana Ackerly, being absent be- 
cause of illness, Robert W. Austin 
presented the counsel’s report. He 
pointed out an interesting aspect 
of the restrictive legislation that 
now hedges business about. The old 
question of what constitutes inter- 
state commerce has received a prac- 
tical answer in recent opinions under 
the Fair Labor Standards Act, and 
“wholesalers purchasing goods from 
outside the state should comply”. 
He stressed the Federal Food, Drug 


Smile display by Robert Graves, left, Trumbull; Ernest Vogel, center, Farnsworth 
Radio; and Chairman J. G. Johannesen, G. E. Supply. (Top) 


L. V. Murray, left, General Electric, P. D. Briggs, center, Ilg, and G. K. Heyer, 
Graybar, on the putting green. (Center) 


Pioneer George Wahn of Boston cuts loose with a candid camera (below, left). 
John Dunn of Sager Electric, Boston, all set to cut one. (below, right). 


and Cosmetic Act and the Wheeler- 
Lea Act, relating to false advertis- 
ing, as bearing on the sale of such 
devices as vibrators, heat pads and 
sun lamps where claims for cura- 
tive value are made on labels and 
advertising. The Robinson-Patman 
Act he said, continues its slow 
progress in legislation with new 
emphasis on the use of demonstra- 
tors, as giving advantage to cer- 
tan customers. The laws against 
selling below cost still remain un- 
certain both in the legal and eco- 
nomic aspects. 


Television Situation 


The principal address was on 
“Television of Today and the Fu- 
ture” by Ernest H. Vogel, vice- 
president, Farnsworth Television 
and Radio Corporation. A self-con- 
fessed “salesman and enthusiast”, 
he gave a dramatic picture of pros- 
pects comparable to that of the radio, 
refrigeration or even the automo- 
bile. Some $13,000,000 have been 
so far invested in television, he said. 
Its manufacture is in the hands of 
well established manufacturers and 
comes into the market highly de- 
veloped. He looks for rapid progress 
in which television will not sup- 
plant but supplement radio by offer- 
ing a program of news and drama 


for a certain few hours daily, much, 


of it transmitted from films. Its 
great value for advertising, he be- 
lieves, will lead to the operation 
of many local broadcasting stations, 
as in radio, with programs spon- 
sored by department stores, news- 
papers and other local interests. 
Wholesalers distributing television, 
he said, will have to provide instal- 
lation crews and service, involving 
test and repair. Service, he believes, 
will not be a difficult problem. He 
expects to see 50 stations by 1941. 


Specialty Distributors 


The executive committee reported 
as its principal action the decision 
to invite into membership in_ the 
Association the distributors of do- 


June 1939 — WHOLESALER’S SALESMAN 


mestic electrical appliances. After 
considerable discussion in the final 
business session the recommenda- 
tion was ratified by the membership. 


New Officers 


Caucuses held by regional groups 
of members resulted in the election 
of the following men to the Execu- 
tive Committee : 

Robert Beller, Beller Electric 
Company, Newark, N. J., to repre- 
sent New York and New Jersey, 
except that section near Philadel- 
phia. 

Leo Meagher, Gould-Farmer 
Company, Syracuse, to represent 
New York State, except New York 
City. 

C. J. Matthews, Matthews Elec- 
tric Supply Company, Birmingham, 
to represent Alabama, Mississippi, 
Louisiana, Oklahoma and Texas. 

Henry Czech, Westinghouse 
Electric Supply Company, Mil- 
waukee, to represent Illinois, Indi- 
ana, Wisconsin and Michigan. 

Warren I. Bickford, Westing- 
house Electric Supply Company, 
member at large. 

At a meeting ot the Atlantic Di- 
vision, Henry J. Baitinger, Baitin- 
ger Electric Company, New York 
City, was elected chairman for the 
coming year. The Central Division 
elected as its chairman E. A. Hawk- 
ins of Graybar Electric Company. 

At its organization meeting fol- 
lowing the convention the executive 
committee reelected J. G. Johanne- 
sen, chairman; and Lyle Fife, vice 
chairman, for another year. 


Comniodity Committees 


The Wednesday and Thursday 
morning sessions, for members, were 
devoted largely to the reports ot 
commodity committees, which in 
brief were as follows: 

Armored Conduit Committee, H. D. 
Roseth, Chairman—Suggestions that a 
two step schedule with discounts 20% 
for 1000 feet and less or 25% on 1000 
feet and more might be helpful. There 
is a growing demand from contractors 


(Continued on page 45) 
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Pioneers gather for their banguet. Left Third row, H. J]. Gundlach, W. S. 
row, from the front, F. M. Bernardin, Blue, R. L. Knopp, C. J. Litscher, 
Arch McKay, I. E. Greene, E. A. Jones, B. W. Clark, W. E. Robertson, 
C. E. Ludovici, T. M. Debevoise, E. C. Earl Whitehorne, G. W. Provost, 
Graham, E. W. Rockafellow, F. R. Elli- C. E. Brown, H. C. Downing, O. 
ott and L. E. Latham. Second row J. Fred Rost and W. I. Bickford. 
]. McDevitt. Jr.. T. H. Bibber, H. T. Right row. J. C. Schmidtbauer, 
Hochhausen, A. Byers, G. H. Wahn, M. F. Sterett, W. E. Stephenson, 
W. T. McCullough, J. B. Terry, H. L. H. P. Andrae, K. S. Gorke, W. R. 
Walker, J]. A. Vaughan, A. L. Hall- Horstein, H. E. Rasmussen, H. W. 
strom, J]. G. Johannesen and E. Donald Allen, F. R. Eiseman and A. J. 
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Ned Graham, left, chairman J. G. Johannesen, and T. M. Debevoise, left, and W. E. Eddie Rockafellow, left, manager Donald Tolles, 
H. T. Hochhausen get some Virginia sunshine. Stephenson with an old photo. and Billie Robertson smile for the photographer. 
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E. A. Jones, “alias Jim T. H. Bibber, left, and J. C. A pioneer trio, left to right, H.C. Down- Henry Andrae, a 
Farley”, looks to the front. Schmidtbauer study an 1889 picture. ing, W. R. Herstein and E. Donald Tolles. very early pioneer. 
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T. C. Treadway, Treadway Elec., Chicagoans—A. J. McGivern, left, Chicago Ass‘n, Harry Roseth, And a big grin by Ernie Hassel- 
Little Rock, stops in the shade. center, Co-Op Electric, and George Steiner, Steiner Electric. quist, Fox Electric, Elgin, Ill. 





From New Orleans came Leo Lyle Fife, of Fife Electric, Detroit, A profile by C. J. Matthews of  S. S. Front, of The Front Co., 
Hirsch of Electric Supply. happy about that bowling team. Matthews Electric, Birmingham. Wheeling, West Virginia. 
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Ben Cohen, left, Harrison Wholesale, and inn ' © G. E. Wilkinson, left, Mill Power, Charlotte. 
Otto Frankenbush, Hawkins Elec., Chicago. _ _—— ’ and Pioneer R. L. Knopp, Capitol, Lansing. 
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J. B. Dunn of Tower-Binford Elec- From Peoria, Ill., came Wal- Les Latham, of E. B. Latham & WN. C. Goldman of Commercial 
tric, Richmond, Va., goes serious. ter Kiefer of Kiefer Electric. Co., New York, active as usual. Electric, Toledo, was there, too. 
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BUSINESS 
AND 
LEGAL 


Chairman Johannesen and Rob- 
ert Austin, of Counsel's Staff 
discuss present activities and 
obstacles for the guidance of 


member companies 


geen the work of NEWA, 
J. G. Johannesen, Chairman of 
the Executive Committee, in his 
address at the general session of 
the convention, made these points— 

1. Interim work of commodity 
committees is most important. Com- 
munication and cooperation~ with 
headquarters carries the program 
forward between meetings. 

2. The Operating Cost Commit- 
tee has completed a study of the 
cost of selling electric clocks and 
heating devices. 

3. NEWA _ representatives are 
cooperating in all joint industry 
promotion programs—and_particu- 
larly active on the Adequate Wiring, 
Modern Kitchen Bureau and Bet- 
ter Light-Better Sight Campaigns. 
Plans are now being considered, 
covering commercial and industrial 
electrification. 

4. Through the influence of the 
committee cooperating with the In- 
ternational Association of Electri- 
cal Inspectors, a growing number 
of NEWA members have joined 
that organization. A NEWA rep- 
resentative is serving on a joint 
committee now considering a uni- 
form electrical ordinance. 

5. According to the Department 
of Commerce figures, the electrical 
wholesaling business for the first 
quarter of this year was at 
10 per cent better than 1929. 

6. The outlook for the industry 
is very encouraging. We stand at 
the threshold of the “World of To- 
morrow” 


least 


around 


which revolves 
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The Outlook 


















Tom Nolan, above, left, of Edwards and Co. was there mixing with old friends. 
H. T. Bussmann, above, right, of Bussmann Fuse provided St. Louis optimism. 


Something catches the eye of Art Newman, General Electric, and stops him 
(lower left). C. J. Henry of Wheeler Reflector stood gazing at the mountains 


function to 
promote its use and to service the 
demand. We must assist, also, in 
encouraging the manufacturers to 
inject new life into old products by 
improvements. 


electricity. It is our 


7. Our goods and services have 
tangible value. We are unfair to 
ourselves to ignore these values. 
The commodities and services in 
which we deal are worthy of just 
prices. 

8. We can be courageous pioneers 
by refusing to handle sub-standard 
material and appliances. 

9. The wholesaler can insure his 
usefulness by eliminating unneces- 
sary reports, routines and expedi- 
tures. Increased taxes and added 
expenses in overtime under the Fair 
Standards Act demand 
prompt action toward economy of 
operation. 

10. Committees are studying the 


Labor 









(lower right). 


need for increasing the average size 
of orders on low unit value accom- 
modation orders, both by manufac- 
turers and wholesalers. 


The Counsel's Report 


Reviewing the legal horizon sur- 
rounding the electrical wholesaler, 
Robert W. Austin, in the “Counsel’s 
Report” made the following state- 
ments— 

1. The question as to what con- 
stitutes interstate commerce re- 
mains uncertain. But opinions from 
the “Wage and Hour” staff in 
Washington say that “wholesalers 
purchasing their goods outside the 
state should comply with the act” 
Unless some wholesaler is willing to 
spend the money to test this ques- 
tion himself, it would seem wise to 
comply. 

2. As to work done at home vol- 

(Continued on page 43) 
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TELEVISION /oday and “omorrou 


Ernest H. Vogel, Vice President, Farnsworth Television and Radio Corporation, paints a vivid picture 


for the wholesalers at Hot Springs of the coming market for television 


[* HIS ADDRESS to the NEWA 
members, Ernest H. Vogel, 
speaking as a selfconfessed “opti- 
mist and salesman” told of television 
as it exists today, and flashed a 
vision of its future. Only last month, 
he said, with the release of tele- 
vison receivers for public sale and 
the inauguration. of regularly sched- 
uled video broadcasts, the art of 
television became television—the 
business. This business offers future 
possibilities for both the retailer 
and wholesaler, comparable to radio, 
refrigeration or the automobile. 


Progress To Date 
The present development of tele- 
vision is the result of some $13,- 
000,000 spent in development over 
a period of years. The 441 line 


standard adopted by the 
Radio Manufacturers’ Association 
meets all practical requirements for 
definition and size of image. And 
since it is a standard upon which 
the leading manufacturers agree, 
and for which transmitters and re- 
ceivers are being built, Mr. Vogel 
feels that the technical develop- 
ment of the industry has now 
reached a point where sets may be 
sold and broadcasting stations may 
be erected without fear that new 
developments will soon make equip- 
ment obsolete. In fact, he declared, 
there will be no major changes or 


screen 


improvements for a year, at least. 
He predicted further, that by the 
end of this year, there will be 
television transmitters operating in 
New York, Schenectady, Bridge- 


That glove of Ed Robinson's (Crescent Wire) turned the trick, say H. W. Emery. 
Collyer Wire. left, and Bob Rhodes, American Steel and Wire. It was fun for 
Mr. & Mrs. Nathan Newman of West Philadelphia, above, right. 


Patch pockets and all, here are J. S. Isaacs, City Electric, Syracuse (left) and 
Gordon Lewis, Jenkins Bros. To their right we have at the first tee, A. E. 
Tregenza, left, Jefferson Electric, M. P. Lewis, U. S. Rubber, and George Richards. 
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port, Cincinnati, Philadelphia, Kan- 
sas City, Milwaukee, Los Angeles 
and San Francisco. Each will serve 
a dense population located within a 
40-mile radius, and create a market 
for many thousands of receivers. 
By the end of 1940 he looks for 
some fifty local stations scattered 
throughout the country. There are 
now ten manufacturers offering re- 
ceiving sets for public sale, and by 
the end of this year there will be 
from ten to twenty reputable manu- 
facturers with complete lines avail- 
able. 
Program Problems 


As in any new business, there are 
many problems to be solved. One 
is to determine the kind of pro- 
gram that will be most suitable. 
sritish experience indicates that the 
acceptability of television entertain- 
ment, ranks as follows: 

1. Immediate transmission of 
current happenings. 


bo 


Studio plays, musical shows. 


w 


Celebrities, important people. 
Hobbies and sports. 


un ~ 


News reels. 

6. Animated cartoons. 

Only time will show which of 
these forms will be most acceptable 
here. Possibly other features will 
rate higher in America. 

Since the radius covered by any 
single transmitter is strictly lim- 


ited, television is ideal as a medium 


for local advertising. It is pre- 
dicted that department stores and 
newspapers will quickly adopt it 
as a means for reaching their nat- 
ural markets. 


Cost the Big Factor 


Of course, the price of receivers 
is important, too, in determining 
whether entertainment 
can be brought within range of 
the American public. The retail 
prices fixed by the ten manufactur- 
ers who are at present offering tele- 
vision to the public range from 
$200 to $600. It is Vogel’s opinion 


(Continued on page 45) 
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AS WE USED TO 


By 
Earl Whitehorne 


Let’s be frank—and admit the whole thing! 


UNNING an electrical wholesale business for the past ten years 
has been like working in a fire house. The gong rings. You 
jump into your pants, slide down the brass pole and roll out with 
the siren screaming. But it’s a false alarm, so you come back and 
lie down again. And you know damn well that pretty soon there'll 
be some more excitement—-about nothing. 

Sweet Spirits of Niter! It is no wonder we have become emer- 
gency thinkers. With revivals, recessions, recoveries and remorse 
chasing each other round and round. And the still small voice 
of the business man, in each recurring crisis, saying—‘What'll I 
do to get saved?” 

So we have just been seizing upon the handy expedient for the 
day. We have been cutting this corner to get that order. We 
have been setting policies to suit ourselves alone. We have been 
whistling past the grave yard. 


All right, having been frank—Let’s now forget the whole thing! 


4 rvs is a big country—America. The electrical industry is 
vast and still growing. And the distribution of electrical 
supplies, apparatus and appliances is a vital service both to that 
industry and to the public. These are really the important present 
considerations in this business of ours. 

Each electrical wholesale house has a full set of product lines 
right now, for which a greater market can be developed. Each 
jobbers salesman has today his many customers whose purchases 
can be increased. And there lies our whole opportunity. 


ET’s forget Hitler. Let’s forget Roosevelt. Let’s forget depres- 
L sion. Let’s forget past disappointments. Let’s just think 
about customers and their problems and how we can help them. 
Let’s put our minds back on the track and plan our selling as we 
used to. 

After all, no grave yard can be more than just about so wide. 
And ahead lies the open road and the stars are shining. Isn’t it 
about time we quit looking back over our shoulders or worrying 
for fear more tomb stones loom ahead? 
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HIs industry is proud of its lead- 
§ porter nee men with big jobs 
who take valuable time from their 
personal affairs to organize ideas, 
plans and groups, for the benefit of 
all the industry. Alfred L. Hall- 
strom, Atlantic district manager for 
Graybar, is one of these organizers. 
In Philadelphia the industry looks 
to him for help on any program. It 
has become a habit. And why not? 
For long ago he started working 
on cooperative activities. He was 
one of the founders of The Electrical 
Association of Philadelphia, and has 
served as a director ever since. 
Currently he holds the presidency. 
He also helped organize the Penn- 
sylvania Electric Association, and 
the old Sons of Jove some years ago. 
But, of course, all this is secondary 
to his main job, the building of his 
Graybar territory. 


Has A Slogan 


The reason Al Hallstrom acts as 
organizer in all branches of the 
electrical industry is found in his 
slogan, “Kilowatts Are Not Deliv- 
ered In Buckets.”” And this is his 
explanation of it. “Anything we 


can do to sell the broader-use-of- 
kilowatts,” he says, “the better op- 
portunity we have for selling wire, 
lamps, toasters and other devices 
that burn ’em up.” 
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That is fine, but an ideal alone 
does not make an engineer or a 
leader. Hallstrom’s success comes 
from the exercise of all his talents 
in the pursuit of his ideals. First— 
He is energetic and enthusiastic. 
And his enthusiasm is pleasantly 
contagious. Second—He is honest 
and kind and thoughtful. Third— 
He is level-headed and dependable. 
Fourth—He is an active leader, not 
just a director. And here is an 
example of his leadership—When it 
came time to promote the electric 
range, Hallstrom, along with sev- 
eral utility and association execu- 


tives, made one night stands 
throughout the territory, selling 
electric cooking. These several 


characteristics are neatly tied to- 
gether by an extremely likable per- 
sonality, warm and modest. 

Hallstrom’s interest in this indus- 
try goes back to January, 1895, 
when he started in Western Elec- 
tric’s Chicago office as a mail clerk. 
Right then he began organizing 
himself. He believed his scant two 
years in high school were insuffi- 
cient, so he went to night school for 
six years. 

His work went well, and in 1903 
he married his childhood sweetheart. 
And just a few days later they 


HE WANTED TO MAKE MORE MONEY! 


Alfred Hallstrom 


OF PHILADELPHIA 





An Organizer 


were moved to Kansas City where 
Hallstrom took over as telephone 
and supply supervisor. The fol- 
lowing year he went to Philadel- 
phia on a special assignment. There 
his first big promotion, in 1908, put 
him in charge of sales. The ability 
to organize and direct this depart- 
ment led to the Atlantic district 
managership in 1926. 

A salesman himself, Hallstrom 
takes a keen interest in the others 
who are out digging for business. 
And he insists that these men par- 
ticipate in sales campaigns, whether 
sponsored by an association or a 
manufacturer. For he feels that a 
contest arouses enthusiasm and keys 
men up to harder selling. This 
brings higher profits for both the 
salesmen and the house. 


Advice For Salesmen 

He has always been concerned 
about those salesmen who concen- 
trate on a few large accounts. Hall- 
strom doesn’t like it, because he 
has seen plenty of men washed out 
when one or two of these large buy- 
ers go bad. So he advises his boys 
to organize their markets and do a 
balanced selling job. This means 
mixing in small accounts with the 
large contractors, industrials, utili- 
ties and department stores. Then the 
business is well diversified and 
steady. 

Running his large organization 
and helping the industry sell itself 
is fun for Hallstrom, but he likes 
to play in other ways too. So he 
frequents the Philadelphia Country, 
Union League and Penn Athletic 
clubs. His favorite hobby, though, 
is playing the piano. 












BLACK TIES 


Lots of Fun 


To celebrate the opening of New York's World's Fair 
some 760 electrical men and their ladies gathered 
in the Hotel Astor on Saturday evening, April 29th. 
This was the Ninth Annual Dinner-Dance of the East- 


ern Electrical Wholesalers Association. 


Chairman Joseph Kurzon of Joseph Kur- 
zon, Inc., and guest of honor George Pat- 
terson, president of Stanley & Patterson. 


Mr. and Mrs. Lou Zimmerman of Zimmerman Elect'l Robert L. Simon of Metropolitan 
Supply were on hand bright and early. Elect’] Distributors. 


Abraham Buchner, Tudor Electric, and “Cap” From uptown came A. Shemel, All set for a big time are Mr. and Mrs. Frederick S. 
Weir, managing director of the E. E. W. A. of Shemel Electric. Kinsey of the Westinghouse Lamp Division. 


John Furber of Harvey Hubbell, Incorporated, left, and H. S. Eyes front by R. B. Oliver, while J. K. Johnston surveys the 
Mirrielees of Manning Bowman pose on either side of Mrs. Furber. situation. Both are with General Electric's lamp department. 
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eb \ PLEASURE to go into a 
wholesaler’s service department 
through a special service entrance 
instead of threading your way 
around tortuous passages and up 
blind alleys until the repairman is 
finally located in some obscure cor- 
ner. The favorable impression is 
heightened if you pass through the 
entrance and come face to face with 
a counter and neatly arranged stock 
shelves in an atmosphere _ that 
would do credit to the most modern 
store. That’s exactly what you 
think when you go into the service 
quarters of the North Coast Elec- 
tric Co., Portland, Ore. This com- 
pany is the Norge distributor, and 
the service department 
Norge products, including _ re- 
frigerators, washers, ironers and 


handles 


ranges. 
A. Scharr manages the service 
department and has three men be- 
sides himself working regularly. 
He knows the effect of a favor- 
able impression on his dealers, and 
the public generally. For the pub- 
lic does have occasion to go there 
at times, for one part or another. 
The attractive appearance of this 
service department didn’t just hap- 
pen. It is the result of care and 
planning. Back of the counter and 
across one end of the small coun- 
ter room are shelves, all filled with 
quart and pint-size glass jars, 
neatly labeled. In the jars are the 
many small parts such as fittings, 


Service parts in glass jars—neat and accessible. 
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Service shop benches provide ample working space. 


(Giue Appliance Senice a‘ FRONT’ 





And build good will by streamlined performance 


washers, gaskets, nuts and _ bolts, 
gears, etc., mecessary for the ser- 
vicing of the machines. 

“While, incidentally, these make 
a sort of display room of the place”, 
said Scharr, “this method of keep- 
ing stock also has great practical 
advantages. It saves a lot of time, 
for one thing, which would other- 
wise be wasted looking through 
drawers and cartons. It serves 
also as a sort of ‘visible’ inventory. 
Since this small part stock is not 
run through the company’s regu- 
lar perpetual inventory system, all 
[ have to do is to watch the jars, 
ordering when necessary to keep 
them filled to a safe level. 


Workshop Attractive Too 


Back of this counter room is a 
large space for the heavier parts 
and for machines to be serviced. 
At the side, running the full length 
and partitioned off from the rest 
of the space, is the shop. It 1s 
roomy, clean and well lighted. 

As in any well run service or- 
ganization, records of appliances 
sold are of major importance. They 
are kept in a methodical manner. 
Refrigerators, for instance, are fol- 
lowed from the day they are sold 
by means of a Cardex filing system. 
This gives an exact record of ser- 
vice on every refrigerator, its model 


















and number, what man worked on 
it, when he worked and what he 
did. These cards are filed alpha- 
betically by name of purchaser. 
They not only provide a check on 
work done, but often furnish tips 
for dealers to let them know when 
Mrs. Jones’ refrigerator is getting 
old, and a replacement is in order. 

Service calls are handled effi- 
ciently too. When a call comes in, 
a regular service order sheet is at 
once filled out in duplicate, the 
service man taking the white and 
the pink sheet with him to the job. 
When the work is completed, and 
the time noted, and the parts (if 
any) priced, he is in a position 
to collect, receipting and leaving 
the pink sheet. That is, of course, 
if the job is past warranty. 





Even the order sheet 
is streamlined 
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SAFETY ENGINE 


By Edwin Laird Cady 


They are worth while cultivating. Their demands for bet- 


ter and safer equipment mean many electrical orders. 


AFETY ENGINEERS are staff execu- 
S tives of factories, mines, con- 
tractors, ship yards, railroads, bus 
and trucking companies, department 
stores, institutions, and in fact, every 
large user of power, employer of 
labor or entertainer of the public. 
They will buy or requisition your 
goods, instigate requisitions to be 
made by the electrician or by others, 
help the electrician to get what he 
wants, and influence or pass upon 
the types of goods purchased. You 
can make sales to them, build sales 
through them, or lose sales by failing 
to recommend products which satisfy 
them. 

In working with safety engineers, 
you are promoting public relations 


You are 
fighting in a crusade against losses 
of earning power, and against pain, 
sickness, blindness, and even horrible 
death. You are working for the 
benefit of your fellow men, and this 
gives a kick to sales which mere 


for industry and business. 


commissions can never have. 

But don’t get to thinking of safety 
engineers as coming under the head 
of altruism. They pay their way. 
Through their work they cut down 
insurance costs, prevent labor dis- 
putes, improve efficiency, head off 
damages to machines, and help to 
keep the wheels turning. And you 
will not sell them unless your pro- 
posals are practical. 

The first step in selling the safety 





acid resistant equipment 
adequate wiring 

alarms of all kinds 
armored equipment 
automatic controls 
automatic guards 
better lighting 

dust proof equipment 


electric eyes 


instruments 
insulation 
lamp guards 





TALK THESE PRODUCTS TO SAFETY ENGINEERS 


explosion proof equipment 
fire alarm apparatus 

gas proof equipment 

heat resistant equipment 


light meters 

moisture proof equipment 
oil proof equipment 
remote controls 

safety gloves and clothing 
short detectors 

signals and interphones 
spark proof tools 
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Galloway 


engineer of any company is to find 
him. If the outfit is big enough, he 
may have a descriptive title, like 
Director of Safety, Safety Engineer, 
Safety Manager, or the like. Or he 
may be the director of the plant com- 
mittee on safety, or a member of the 
personnel staff, or of the industrial 
relations department. Or his duties 
may be combined with those of main- 
tenance management, plant manage- 
ment, and soon. But do not let this 
bother you. Just ask the purchasing 
agent or the electrician, and you will 
quickly find out who is in charge of 
safcty. 

The duties of safety engineers are 
not limited to keeping employees 
from getting hurt. If an electrician 
touches a “hot” exposed terminal 
with a pair of bare handled pliers, 
for example, the shock may not in- 
jure the man, but it may cause him 
to drop those pliers into the gears 
of a $10,000 machine. A plant vis- 
itor, seeing an accident or being 
slightly hurt, might spread rumors 
which nullify all efforts 


would 
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One may have charge of fire fight- 
ing apparatus. If so, check it over 
with him. Is it electrically safe? 
Should there be a remote control 
master switch; so all the “‘juice’’ can 
be shut off from the outside of a fire 
hazardous room? Are fire pump mo- 
tors independent of the main power 
switch; so all other power can be 
shut off but leave them running? 
Sell automatic detectors, alarms, 
dust and gas proof apparatus, explo- 
sion proof equipment, and extin- 
guishers. Another may have all 
automatic safety apparatus under 
him. The plant hospital may be in 
charge of the safety engineer. All 
these responsibilities offer chances 
for constructive selling. 

You may often lead safety engi- 
neers to instigate purchases. If you 








electrician gets a better and safer 
wiring job onto first base, the safety 
engineer will go to bat for it. Ade- 
quate lighting, to reduce accidents 
and eye strain, and to increase effi- 
ciency, always gets his support. 
When electricians need new tools 
and the small tool budgets say “no”, 
the safety engineer can be counted 
upon to vote “yes”, after you have 
shown him how the better tools will 
promote safety. 

And don’t forget, safety engineers 
have effective veto powers on pur- 
chases. There is no use trying to 
sell on a price basis any equipment 
which the safety engineer will not 
pass. He often demands even bet- 
ter equipment than is originally 
requisitioned. 

The typical safety engineer is easy 





THE SAFETY ENGINEER—WHO 


He M ay Ge Called 








IS HE? 
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He May Have These Duties 











He, Himself May Guy 














He May Influence For ot figainst You, The 











HE'S WORTH CULTIVATING! 





toward building the good public re- 
lations for which the visitor was in- 
vited. Every phase of the duties of 
the safety engineers can mean sales 
for you. 

And the safety engineers really 
buy. Their authority varies from 
plant to plant. But their power of 


recommendation is strong, always. 
They may dictate requisitions to be 
taken to the purchasing agent, or 
they may even sign orders. 
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point out that aisles can be cleared 
by putting motor driven speed re- 
ducers in place of leaking old hook- 
ups of belts, pulleys and journals, 
and reduce the hazards of slippery, 
oily floors, the safety engineer may 
recommend action. If you show him 
ways to greater safety of electrical 
equipment, he will set the buying ball 
a rollin’. 

And safety engineers help turn 
requisitions into orders. When the 


to see, once you locate him. He is 
anxious to examine and to discuss 
anything pertaining to safety. He is 
a high type of man, for his job em- 
bodies the ideals of engineering as 
the means of human welfare and 
progress. All engineers work with 
him, for their ideals are as high as 
his own, and they want everything 
they do to be in line with the highest 
standards he can erect. And he will 
help you sell the best you have. 








| you should install = 
the Gr Multi-Breaker \ 


They offer you a new source of profits .. . . 


te 


\ 
especially in the small home field. \ 
They are quick and simple to install 
minimizing wiring costs. 


A wide range of models and combinations to 
meet almost any requirement. 


Absolutely safe to operate . . . all parts sealed 
at factory. 


Non-tamperable . . . impossible to over-fuse 
or bridge fuses. 


Entirely automatic in operation .. . trip off 
when short circuit or overload occurs. 


Provide finger-tip control of every circuit in 
the home. 


No more expensive than ordinary fuse pro- 
tection. 


They spell PROFITS for YOU . . . in capital 
letters! 


Coir Multi-8 bible! 





Complete Line of 
Types M..MB..MBM 
Now Ready 


Available for 1 to 16 Circuits 
Breaker Ratings 15 to 50 Amperes 





New and bigger sales . . . an entirely new field 
opens up for you with the new Colt Multi-Breaker. 
The modern home builder knows what he wants in 








the way of electrical equipment . . . and he wants 
automatic, finger-tip control of his home circuits. 
That means he wants Colt Multi-Breaker . . . and that 
means bigger sales, more profits for you. These new 
Colt devices are as modern as tomorrow. The line is 
complete ... ranging from the compact type “M” up 
to the sixteen circuit type “MB” and the combina- 
tions known as type “MBM”. 


EASY TO SELL... 
and EASY to Install 


Nothing could be simpler than these new Colt Multi- 
Breakers. Simple in design . . . easy to explain to 
prospects . . . quick to install . . . attractive in appear- 
ance. Their features will sell them almost on sight. 
We have prepared detailed data on this new Colt line. 
It’s yours for the asking. Just clip the coupon below. 
It will bring you a complete 16-page illustrated catalog. 
Includes prices . . . dimensions . . . wiring sugges- 
tions . . . and a full description of this modern profit- 
building line of Colt Multi-Breakers. Right now — 
send in the coupon. 





Clip tnis 


COUPON 


and return 

it right now 

for complete 

data on this 

new line... 

IT WILL MEAN 
LE COMPANY 


FOR YOU! y Ces 
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NEW 


PRODUCTS | 
TO SELL. 
































EXHAUST FANS 





FEATURES . . . Heavy duty type for 
factories, restaurants, large homes, etc. 
Available in 12, 16, 18, 24, and 30” 
sizes, having motors with either ball or 
sleeve type bearings. Motors com- 
pletely enclosed. DETAILS . . . Ball 
bearing type may be mounted at any 
angle, has two-speeds and is grease 
packed. Needs annual attention only. 
Sleeve type is for horizontal mounting 
only. Wide angle, overlapping blades 
of corrosion-resisting steel Heavy 
gauge pressed steel supporting ring has 
four holes for easy installation. Shut- 
ters are automatic. MADE BY ... Delco 
Appliance Div., General Motors, Roches- 
ter, N. Y. 





KITCHEN FAN 











' = ee S| 
FEATURES . . . Wall box kitchen vent 


fan of built-in type for permanent in- 
stallation. Made in sizes to fit walls 7" 
to 24” thick. DETAILS ... Inside frame 
door and telescopic sections are drawn 
steel. Outside shutter frame is cast iron 
with aluminum shutters. Motor is rubber 
mounted. Ten-inch fan moves 500 cubic 
feet of air per minute. Switch operated 
by opening and closing door. Inside 
section and door is ivory finish, other 
parts are brown. MADE BY .. . Signal 
Electric Mfg. Co., Menominee, Mich. 
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“Darling—don’'t you think we made a mis- 
take getting married during a toaster sale?” 
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FLUORESCENT FIXTURE 





FEATURES .. . Fluorescent fixture avail- 
able in two sizes for 18” and 36” lamps. 
Can be mounted singly, in parallel, or 
linear rows. DETAILS . . . Finished in 
three coats of porcelain enamel, white 
inside. MADE BY .. . Goodrich Elec- 
tric Co., 2900 N. Oakley Ave., Chicago. 








MOTOR STARTER 





FEATURES ... De-ion motor starter for 
textile industry has toggle switch and 
Motor Watchman overload protection. 
Pre-formed bi-metallic disc trips contact. 
No thermal link to renew. DETAILS... 
Inverse time limit thermal overload pro- 
vides ample time for starting and heavy 
peak loads, yet fully protects motor. 
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Front operation permits recessing in ma- 


chinery or close banking. Parts are rust- 
resisting. Double break silver contacts. 
MADE BY ... Westinghouse Electric & 
Mfg. Co., East Pittsburgh, Pa. 


EXPLOSION-PROOF MOTOR 





FEATURES . . . Designed for use where 
explosive materials are present. DETAILS 

. Available in both alternating and 
direct current. Fan cooled. MADE BY 
. . « The Louis Allis Co., Milwaukee. 





PHOTOFLASH LAMPS 





FEATURES . . . No. 16 [illustrated) is 
wire-filled. No. II is foil-filled. No. 16 


is coated both inside and out with 
strength-giving lacquer to afford addi- 
tional protection to photographer and 
subject. No. I! has special lacquer in- 


side. DETAILS ... No. 16 has light out- 


ces iy 














You Can Lick SUMMER SLUMP 


Sell Interior Telephone Systems 
to help keep Sales Volume UP 


To maintain profitable sales volume throughout the months just ahead 
push Automatic Electric private interior telephone systems. 





These smart, efficient, time-, step- and money-saving systems can be used 
a- to advantage in offices—stores—factories—homes—camps. Go after this business—we’ll 
help you. 


Not only does the sale of these systems net you attractive commissions but each one also 
provides the opportunity to sell wire, batteries and accessory equipment. 


R Automatic Electric, originators of the automatic telephone, has been making both public and 
private systems for fifty years. Shown below are four of the many types of private systems 
available. Our field representative will be pleased to supply you with literature, prices 
and discounts as well as to work with you on particular jobs. Talk to him. 


AUTO-COMS 


Deluxe intercom. Systems, 
providing selective talking 
and selective signaling 
service for a maximum of 
ten stations, and up to five 
connections at one time. 


INTERCOMS 


Common-talking, selective- 
ringing systems in capaci- 
ties of two to eleven sta- 
tions. Beautifully designed 
and durably constructed 
for long, faithful service. 


~~ =e Ww ® 


Operate from dry cells or 
battery eliminators. 


No automatic switchboard 
needed. 


P-A-X's 


; SERV-U-FONES 















Private Automatic Ex- 
change systems, available 
in all capacities. Use 
standard automatic tele- 
phones and provide for a 
variety of special com- 
munication services. 


| Attractively priced com- 
i mon-talking systems in 

; capacities of two to ten 
stations. Conveniently 
packaged, simple to in- 
stall. Operate from dry 
cell batteries. 





These systems are for private service only. They can- 
not be connected with the public telephone system. 





AUTOMATIC <> ELECTRIC 





PRIVATE INTERIOR TELEPHONE SYSTEMS 


Distributed by: AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 1033 West Van Buren Street, Chicago, Illinois 
Sales and Service Offices in Principal Cities s In Canada: Canadian Telephones & Supplies, Limited, Toronto 
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put of 40,000 to 45,000 lumen-seconds. 
It lists at 20 cents. No. II has output 
of 18,000 to 22,000 lumen-seconds. It 
lists at 15 cents. MADE BY ... Gen- 
eral Electric Lamp Dept. and Westing- 
house Lamp Div. 


FLUORESCENT DESK LAMP 


FEATURES .. . Suggested for use on 
desks or counters. For use with either 
one or two 18" fluorescent lamps. Finish 
is English bank bronze. DETAILS . 
completely wired with 8-foot cord and 
plug. Has indicator type "on-off" switch. 
Auxiliary in base. Dimensions: 18!/4" 
long, 15!/2" high; base length is 111/44". 
No. 940/18 is illustrated and lists at 
$17.50. Several other models also avail- 
able. MADE BY ... Gruber Brothers, 72 
Spring St, New York. 


FOLDING IRON 











stud to facilitate setting hanger at vari- 
ous distances from face of joist to ac- 
commodate boxes of different depths. 
Fixture stud anchored to bar by center 
set screw. Locknut secures box to stud. 
Either box or stud can be locked inde- 
pendently. MADE BY . . . General Elec- 
tric Co., Merchandise Dept., Bridgeport, 


Conn. 





FLUORESCENT LAMP 


FEATURES .. . 40-watt fluorescent lamp, 
48” long and I'/.” in diameter. DE- 
TAILS . . . Available in daylight and 
warm white only. Supplies 35 lumens 
per watt, Catalogued as T-I12. Requires 
special auxiliary. Lists at $2.80. MADE 
BY . . . Hygrade Sylvania Corp., Salem, 
Mass. 











FEATURES . . . Folding handle enables 
iron to be packed easily. Handle ad- 
justed to upright position or reverse by 
threaded knob. Thin type sole plate 
for sliding under buttons and pleats. 
Mica element wound with Nichrome rib- 
bon. Element is 115 volts, 400 watts. 
Packed in box with cloth kit. Weight 
2% |bs. MADE BY .. . Stern-Brown, 
Inc., 42-24 Orchard St., Long Island 
City, N. Y. 





BAR HANGER 


ae | 


FEATURES . . . “S" shaped bar hanger 
for mounting between joists. Eliminates 
plaster surface bumps. Fits joist spac- 
ings from 5" to 16". DETAILS . . . Small 


locating tab furnished on each hanger 


APPLIANCE TABLE 


FEATURES . . . Made of heavy gauge 
steel. Finished in ivory or white enamel 
with black trim. DETAILS . . . Has 
folded edges and rounded corners. Top 
is 16” by 22” so will accommodate 
roasters and other table appliances. 
Extra shelf for storage. Catalogued as 
No. 779. Lists at $3.50, east of Rockies. 
With roaster No. 755, as illustrated, lists 
at $22.50. MADE BY ... The Swartz- 
baugh Mfg. Co., Toledo, Ohio. 





AIR CIRCULATOR 


FEATURES Designed for stores, 
offices, large rooms. DETAILS . . . Draws 
cool air upward from floor and dis- 
tributes it outward and downward over 
wide area. Finished in black enamel, 
polished aluminum and chrome plate. 
Has quiet, three-speed motor. MADE 
BY ... Kisco Co., Inc., St. Louis, 


BUNGHOLE LAMP 


FEATURES .. . This lamp 
uses a 1-634” 25-watt bulb 
and is for use in illuminat- 
ing interiors of barrels, 
kegs, pipes, etc., having 
small openings. DETAILS 
. . . Cage made of steel 
tubing one inch in diame- 
ter, perforated with thirty- 
two 3” holes. End cap 
has four '/4” holes. Handle 
is 4” steel pipe equipped 
with cord protector, strain 
relief and hook at handle 
end. Sharp point enables 
users to remove foreign 
matter found in barrel. 
Overall length is 3534”. 
MADE BY ... McGill Mfg. 
Co., Valparaiso, Ind. 











FLUORESCENT REFLECTOR 


- 


FEATURES . . . Bonderized enameled 
steel reflector for 18, 24, 36 or 48-inch 
fluorescent tubes. One and two-tube 
models. White porcelain-like finish in- 
side. Antique bronze standard exterior 
finish. DETAILS . . . Removable cover 
fastened by two screws. Cover has holes 
to fasten and bolt auxiliary. Holes for 
insertion of male loops provided near 
ends in cover. May be suspended by 
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CASH IN ON THE BUILDING BOOM 
Stock Fast Moving AC Circuit Breaker Type 


SERVICE EQUIPMENT AND LOAD CENTERS 


Right Now —there’s a big market for this New @ AC Circuit 
Breaker Type Equipment ... Architects are specifying it... 
Owners welcome it .. . Contractors are buying it . . . Wholesalers 
are stocking it, and making a fast profit! 


Here are a few sales reasons: Positive, automatic protection 
against short circuits and sustained overloads . .. No needless 
circuit interruptions when momentary overloads occur... No 
more “groping in the dark”’ to restore service . . . Merely turn the 
handle to the “‘ON”’ position after the cause of the short circuit 
has been removed . . . Operates manually like an ordinary tumbler 
switch ... Unusually attractive appearance . . . Priced right. 


For 120 volt AC service .. . Capacities: 15, 20, 25, 35 and 50 Amp. 
. . . Approved by Underwriters’ Laboratories . . . Send for New 
Bulletin No. 58... Frank Adam Electric Company, St. Louis, Mo. 
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wire or chain. Open ends allow con- 
tinuous trough lighting. Sold unwired 
without auxiliaries or sockets. MADE BY 
. .. Reflectors, Inc., 3225 Frankford Ave., 
Philadelphia. 


FLOOR FAN 





FEATURES . . . Finely woven steel blade 
guard for safety. Easily moved. Cushion 
floor protectors prevent ‘'walking". Mod- 
ern styling. DETAILS . . . Available in 
ivory, mahogany, turquoise, ebony and 
olive. One-eighth H.P. motor. Propeller 
is 22" in diameter. Overall dimensions 
are: 32" high, 26" wide, 16" deep. 
Called ‘Console Modernaire Fan.” 
MADE BY ... Dallas Engineering Co., 
Dallas, Tex. 


—— FLUORESCENT COUNTER UNIT 








FEATURES . . . Designed for illuminat- 
ing store counters. DETAILS . . . No. 
FL-719 (illustrated), is a deluxe model, 
modern in design. Finished in Nuvon and 
polished chrome. Overall height is 18". 
Trough reflector is 20!/," long, 5" wide 
and 334" deep. Base is 12" by 6". Inside 
surface of reflector is polished Alzak 
aluminum. Toggle-switch in back of base. 
Complete with built-in auxiliary operat- 
ing unit and 7-foot cord and plug. Lists 
at $29.50. No. FL-718, similar in princi- 
ple, lists at $22.50. Both operate on 
110-120 volt, 60 cycle, A.C. circuits. 
Each uses |5-watt, 18" fluorescent lamp. 
MADE BY ... The Miller Co., Meriden, 
Conn, 
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PORTABLE FLOODLIGHT 


FEATURES . . . Portable utility floodlight 
for temporary lighting of yards, gar- 
dens, etc. DETAILS ... Heavy gauge 
aluminum reflector, designed for use 
with 100 to 300-watt lamps. Produces 
a wide-spread, even light. Heavy spring 
clamp permits mounting on any support 
up to 2” thick. Ball and socket attach- 
ment permits aiming in a variety of 
directions. Equipped with 20-foot cord 
and plug. Catalogued as Utilite No. 
100. MADE BY .. . Steber Mfg. Co.., 
126 N. Union Ave., Chicago. 


RECEPTACLE 





FEATURES .. . Accommodates standard 
cap with parallel blades. Normal grip- 
ping provided by straight insertion of 
blades. By turning cap to right, it is 
secured tightly. Turn to left releases it to 
normal position. DETAILS . . . Plate 
mounting accomplished by straight push 
of mounting screw. Screwdriver not 
needed. Removable by using screw- 
driver. Available in brown or ivory. 
Mounted on 3!/4"" and 4" cadmium 
plated outlet box covers. No. 9200. 
MADE BY ... The Bryant Electric Co., 
Bridgeport, Conn. 





ELECTRIC HAMMER 





FEATURES . . . Self-contained unit, pow- 
ered by universal motor which requires 
no rectifier or transformer. Blow action 
developed by piston driven through a 
connecting rod. The recoil of piston is 


absorbed by a spring and air cushion. 
DETAILS . . . Motor, at right angles to 
cylinder, operates crank though train of 
reducing gears. Delivers 1950 blows 
per minute. Will drill up to 2” diameter 
in concrete or brick. No. 36. MADE 
BY ... The Black & Decker Mfg. Co., 
Towson, Md. 





ARMORED CABLE 


FEATURES . .. Cable employs an 
S-shaped paper wrap, which has been 
found to increase dielectric strength of 
cable's insulation and makes it easier to 
use. DETAILS ... When armor is re- 
moved, bushings can be inserted be- 
tween paper and armor, thus providing 
additional protection for conductors at 
termination of armor. Conductors can 
then be untwisted and paper torn off 
close to bushing. MADE BY 
General Electric Co., Conduit Product 
Section, Bridgeport, Conn. 





RESIDENTIAL FIXTURE 


FEATURES . . . Colonial design with 
wheat-sheaf pattern etched into the 
crimped glassware. DETAILS ... Five 
lamps, 40-watt size recommended. Four- 
way switch controls 2, 3 or 5 lights. 
Fixture is 42” long and 21” wide. 
Colonial chimneys and crystal fonts. 
Called ‘Heritage’. MADE BY 

Lightolier Co., Jersey City, N. J. 
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» Men responsible for production are more 


and more concerned with higher levels of 
illumination because lighting directly af- 
fects the efficiency of all men and machines. 


“Lighting engineered to fit the job” is a real 


| production tool — and is purchased as such. 


» » Well-lighted jobs like this one illus- 
trated not only mean profit for you, but 
also help to build prestige and gain still 
more jobs. The General Electric Type H 


: Mercury Lamp gives you higher light out- 


GENERAL @ ELECTRIC 


General Electric Vapor Lamp Co. 
891 Adams Street, Hoboken, N. 


SELL “ENGINEERED LIGHT:’.. 
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Better lighting at a given cost of energy is obtained with Type H MAZDA Mercury Lamps. 


...fo gain profit and prestige 


put for a given cost of energy. Blended with 
tungsten filament light this mercury lamp 
produces illumination which simulates 
and blends well with daylight. » » » You 
will profit by having the full story about 
engineered Mercury lighting at your finger 
tips for your next job. The assistance of 
General Electric field promotion men is 
. Write to 
either address given below for complete 
details. 


readily available to help you.. 
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Incandescent Lamp Department 
Dept. 165, Nela Park, Cleveland, Ohio 
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Order your auxiliary de- 
vices which were designed 
especially for this lamp 
from the General Electric 
Vapor Lamp Company. 
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SOCKET EXTENSION 





FEATURES . . . Husk is of heavy glazed 
porcelain. Center contact has carrying 
capacity of 1500 watts. DETAILS... 
Three screws hold both male and female 
shells. No. 351. Lists at 90 cents. MADE 
BY ... Eagle Electric Mfg. Co., Brook- 
lyn, N. Y. 


ROASTER 





FEATURES ... Has “look-in" lid permit- 
ting inspection of food, without remov- 
ing lid. Heatproof ovenware dishes are 
furnished in various pleasant colors. Suit- 
able for table use. DETAILS .. . Lid 
holder attached to each handle so lid 
may be supported firmly either in side- 
wise or lengthwise positions. Lid of one- 
piece heavy-gauge aluminum, with no 
space for food particles or moisture to 
collect. Heatproof glass panel in lid 
does not collect steam. White finish. 
MADE BY .. . Westinghouse Electric & 
Mfg. Co., Mansfield, Ohio. 





BRACKET LAMP 





FEATURES . .. Wall bracket type in 
nautical styling. Has plastic diffusing 
reflector for semi-indirect lighting. DE- 
TAILS . . . Light supported by tube 


appearing to be continuation of rope 
design on anchor. Finished in brass. 
Lamp is 12%” high. Parchment shade, 
decorated with marine picture, is 7/4” 
in diameter. Lists at $2.00. MADE BY 
. . . Chase Brass & Copper Co., Spe- 
cialty Sales Div., 10 E. 40th St., New 
York City. 





CONDUIT FITTINGS 


FEATURES ... A line of standard con- 
duit fittings. DETAILS . . . Galvanized 
malleable iron bodies finished with 
baked aluminum. Top surface ground for 
even seating of covers. Large wiring 
space. Tops have square corners to take 
standard switch and receptacle plates. 
Cover screw holes counter-bored for 
self-alignment of covers. MADE BY... 
Pyle-National Co., 1334 N. Kostner Ave., 
Chicago. 





CEILING SWITCH 


id 
6 0. 


FEATURES . . . Textolite ceiling switch. 
Light in weight, but sturdily constructed. 
DETAILS .. . Steel frames are anchored 
with two screws at each end. Top wir- 
ing facilitates installation. Pull cord rolls 
over a wheel, minimizing friction. Cata- 
logued as GE857. MADE BY ; 
General Electric Co., Appl. and Merch. 
Dept., Bridgeport, Conn. 





HIGH VOLTAGE INDICATOR 


FEATURES ... Pocket type indicator has 
glow tube which lights up indicating 
presence of high voltage. Tube lights 
when held in a changing static field. 
DETAILS . . . According to manufac- 
turer, will give positive indication on 
2,000 volts and up, in contact with out- 
side of conductor insulation and at a 
point several times the flashover dis- 
tance from non-insulated conductors. 


Case of hard rubber, with pocket clip 
MADE BY ... Ideal Commutator Dresse 
Co., 1047 Park Ave., Sycamore, Ill. 





HAND IRON 


FEATURES .. . By pressing button on 
front of handle, iron raises itself on legs, 
thereby eliminating lifting and tilting. 
To resume ironing, user presses down 
slightly and legs snap back into ironing 
position. DETAILS ... Legs recessed in 
sole plate in ironing position. Has three- 
heat selector switch. Called "Never 
Lift." MADE BY .. . Proctor Electric 
Co., Philadelphia. 





ELECTRIC CLOCK 














FEATURES .. . Self-starting motor. Mod- 
ern design. DETAILS .. . Covered with 
black Textileather, striped with gold- 
bronze lines. Lists at $5.95. MADE BY 
4 . Warren Telechron Co., Ashland, 
Mass. 





APPLIANCE PLUG 


FEATURES ... Easily wired. Wires need 
only be separated and inserted under re- 
movable cap. Replacing cap pierces in- 
sulation and makes connection. DETAILS 
. . . Permanently assembled except for 
cap. Cord replaced without skinning 
wires. Lists at 25 cents. MADE BY 
. . . Albany Company of N. Y., 34! 
Madison Ave., New York City. 
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TIME SWITCH 











FEATURES . . . Designed to control op- 
eration of electrical equipment with 
non-inductive loads up to 10 amps. 
at 110 volts, 5 amps. at 220 volts or 
small motors. May be manually set to 
close circuit and will automatically 
break circuit at predetermined time 
thereafter from one-half hour to eleven 
hours. Timing set by dial on front. 
DETAILS Con-Tac-Tor mercury 
switch. For mounting on standard outlet 
box and is provided with knock-outs. 
Finished in silver bronze. Is 5!/2" high, 
31/44" wide and 3" deep. MADE BY... 
Minneapolis-Honeywell Regulator Co., 
Minneapolis. 


SPINNER WASHERS 














FEATURES ... “Hydractor" washing ac- 
tion. DETAILS All-white baked 
enamel finish. The lower priced model 
has tub finished in pastel gray with rest 
of machine having white finish. Bond- 
erized. MADE BY .. . Blackstone Mfg. 
Co., Jamestown, N. Y. 


SHAVER FILTER 








No 7817 


FEATURES ... Installed by putting filter 
into outlet and connecting shaver to 
filter receptacle. No adjustments or 
ground connections required. DE/A/LS 
. . » Consists of two duo-lateral wound 
chokes of .3 mh inductance and con- 
denser of .03 mfd. Choke connected 
in series with each side of line and con- 
denser is connected across line at re- 
ceptacle terminals. Lists at $1.50. 
MADE BY ... J. W. Miller Co., 5917 
S. Main St., Los Angeles. 
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This Wiremold adve 
tractor publications. 
business it helps you to SELL 





WiremorDdD 


To Our Wholesalers’ Salesmen: 
rtisement appears curren 
By showing contractors 
WIREMOLD. 


tly in leading national con- 
where to look for NEW 








FACTORY DOORS 


FOR ALERT ELECTRICAL CONTRACTORS 


Use the help that Wiremold can 
give you in going after profitable 
industrial business. With‘ Pancake’”’, 
the Wiremold Overfloor Wiring 
System, you can sell a real pro- 
duction-cost cutting service to 
manufacturers. 

Show them how this easily installed 
modern wiring brings current to 
work where they want it, quickly, 
economically and without costly 
alterations. 


Show them how Plugmold, The 
Wiremold Multi-Outlet Assembly 
makes outlets accessible for portable 
lights or small motor driven equip- 
ment on benches and inspection 
racks. 





Photograph shows installation of Wiremold 
Overfloor Wiring System in a factory. 





Showing Plugmold installation bringing con- 
venient electrical outlets for easy accessibility 


to bench equipment. 


Show them how the New Wiremold Fluorescent Lighting Strip brings 


BETTER LIGHT .. 


. “PLUS” LIGHT to many exacting seeing tasks. 


Reach out for this profitable business and take advantage of the help 
that Wiremold Engineers can give you in securing it. 


Here are Wiremold data sheets showing 
industrial applications of The Wiremold 
Take advantage of this help in 





System — 
your selling. 









Ey \ 


THE WIREMOLD COMPANY. 
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STEPPING ALONG in the direction of 
some business are these Texas sales- 
men. Ralph Ryan, left, works that 
territory for Colt-Noark and Melvin 
Bell digs up orders for Gulf Coast 
Electric Supply Co., Houston. 


EARLY THIS YEAR Dick Walbert 
joined the forces of the Stubbs Electric 
Co., Portland, Ore., where he sells 
supplies and appliances in the south- 
ern part of the state. Before joining 
Stubbs, he sold for North Coast Electric. 


é 
DEEPLY INTERESTED in his phone 


conversation is Julius Saltzman, who 
heads up the Germantown Electric 
Supply Co., Philadelphia. Saltzman 
and cohorts have been doing a bang-up 
selling job for many months. 


NEWS 


NAMES 
an FACES 


Midwesterners At 
French Lick Meeting 


On April 27 and 28 the Lake Mich- 
igan and Missouri Valley Clubs held 
their spring meeting at the French 
Lick (Ind.) Springs Hotel. More than 
125 wholesalers and manufacturers were 
on hand for the two-day session. 

Chairman A. H. Kahn of General 
Electric Supply referred to the difficul- 
ties the trade has been experiencing 
recently, but stressed the importance 
of the wholesaler in the electrical in- 
dustry and advised the group to prepare 
for greater volume in the near future. 

N. H. Boynton, of General Electric’s 
Lamp Department, gave an interesting 
talk, tracing the lamp industry from its 
early efforts to the latest developments, 
including fluorescent lighting. 

Herb Metz, of Graybar, outlined the 
Adequate Wiring plan, giving details 
of the machinery that has been set up to 
carry the program through all branches 
of the industry to the consumer. 

\. J. McGivern, of the Chicago 
Wholesalers Association, gave the crowd 
plenty of laughs in introducing Rich- 
ard F. Mills of the Fletcher Trust Co., 
Indianapolis. The fun didn’t stop there. 
For Mills, who talked on Money, turned 
out to be an able humorist. 

\. B. Smedley, of Anaconda, dis- 
cussed and demonstrated how meters 
could be used to show the effects of 
inadequate wiring in commercial and 
industrial installations. 

The golfers bowed to Sam Rosenthal 
of Hyland Electric, who took the French 
Lick Trophy for low gross with a 79. 
\rt Warner of Youngstown Sheet & 
Tube, Chicago, won the Dubsky Cup. 


Cameron Starts 

Chattanooga Firm 

Harry W. Cameron, Inc., has been 
organized in Chattanooga to distribute 
Hotpoint appliances. Harry W. Came- 


ron, president of the new firm, which is 
located at 1021 Chestnut St., was with 
the Tennessee Electric Power Co. J. W. 
Pentecost, vice-president, was district 
sales supervisor for Hotpoint. K. W. 
Henderson, another Tennessee Power 
alumnus, is secretary. And J. G. Smith, 
who was with Hotpoint, is treasurer. 


New House For 
G. E. Supply, Miami 


The General Electric Supply house at 
Miami, is now located in a modern 
two-story building at 811 Northwest 
First Ave. Containing 17,000 square 
feet of floor space, the location has air 
conditioned offices and display room, 
which are illuminated with fluorescent 
fixtures. A large paved parking space 
adjoins the building for the convenience 
of customers. 

Conduit is stocked against the rear 
wall, adjacent to the loading pit. A 
cable rack, which holds 13 large reels, 
also adjoins the sunken loading pit. 

Fred C. Elwes is manager of this 
house. C. D. Smith, specialty appli- 
ance salesman, now works from the 
Miami branch. He formerly headquar- 
tered at Macon, Ga. That territory is 
now covered by H. W. Krebs, who was 
a Miami dealer. 


Westinghouse Makes 
Personnel Changes 


R. B. Mildon, vice-president of the 
Westinghouse Electric & Mfg. Co., for- 
merly in charge of the East Pittsburgh 
division, has moved to the Pittsburgh 
headquarters to assume special sales 
duties. A. C. Streamer has been ap- 
pointed general manager otf the East 
Pittsburgh division. He was head of the 
switchgear division. 

F. R. Kohnstamm has been appointed 
sales manager of the merchandising divi- 
sion at Mansfield, Ohio. And L. E. Os- 
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ra & S| HUNTER FAN & VENTILATING CO., Inc. 
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borne becomes manager of manufactur- 
ing and engineering there. Before these 
promotions, Kohnstamm was manager of 
the lighting division and agency sales 
department at Cleveland, and Osborne 
was works manager at Springfield, Mass. 
W. F. White succeeds Kohnstamm as 
lighting manager at Cleveland. He has 
been assistant manager since March of 
this year. 


New Owners For 
Gilson Electric 


Last month, Henry I. England, for 
twenty years owner and manager of the 
Gilson Electrical Supply Co., Oakland, 
Cal., sold out his interest to two well 
known contractors, Frank E. Boyd and 
Walter D. Vance. England will remain 
with the company ina sales and advisory 
capacity and will continue to represent 
the organization in NEWA. The busi- 
ness will be conducted in accordance 
with the association’s ethics and standard 
practices for members. 

Frank E. Boyd is the new president 
and Walter D. Vance is vice president. 
These men, who have been operating the 
Pacific Electric Motor Co., an engineer- 
ing and contracting firm, will operate 
both companies as separate and individ- 
ual enterprises. W. C. Figroid, who was 
buyer at Pacific Electric, is now man- 
ager and purchasing agent of Gilson 
Electric. 


South Bend Range 
Makes Electrical Unit 


The South Bend (Ind.) Malleable 
Steel Range Co., manufacturers of cook- 
ing equipment for 41 years, has en- 
tered the electrical heating field with 
an electric range and water heater. 
W. H. Sickinger, a consultant engineer 
with 20 years experience in engineering 
and merchandising, has been working 
on the developments of the new lines. 
There are five range models. 


New Address For 
Arrow At Chicago 


The Chicago office and warehouse of 
the Arrow-Hart & Hegeman Electric 
Co. are now located at 551-557 W. Mon- 
roe St. The former location was 701 W. 
Jackson Blvd. Manager R. L. Wildauer 
and cohorts now have a one-story build- 
ing with 18,000 square feet of floor space 
on the first floor and 15,000 square feet 
in the basement. The building was com- 
pletely remodeled. 








ago after 26 years of service. His close 
associates—47 of them, representing an 
aggregate of 898 years of service—bid 
“Aloha” to him at a luncheon at the 
Oahu Country Club. 


25th Anniversary 
For Tafel Electric 


The Tafel Electric & Supply Co., 
Louisville, started in business back in 
1914. On Saturday, June 3, President 
Paul Tafel and associates held their 
Silver Anniversary Dinner at the French 
Lick (Ind.) Springs Hotel. Among the 
guests were officials of seventeen sup- 
pliers that Tafel has represented con- 
tinuously since 1914. 


G. E. Consolidates 
Radio and Television 


Dr. W. R. G. Baker, for many years 
associated with General Electric’s activ- 
ities in the radio field and chairman of 
the radio management committee, has 
been appointed manager of the com- 
pany’s newly formed radio and television 
division. 

Perry F. Hadlock, recently named 
manager of the company’s radio division, 
will continue in charge of radio and tele- 
vision receiver sales, reporting to Dr. 
Baker. Arthur A. Brandt, previously 
radio advertising manager is now man- 
ager of merchandising services in charge 
of merchandising, advertising and pro- 
motion. Fred A. Ray has been named 
manager of radio sales. He has been 
Cleveland district radio sales manager. 

Harry A. Crossland becomes General 
Electric’s first manager of television 
sales. He has been engaged in radio 
work for 20 years and has been with 
General Electric since 1930. His work 
as manager of technical sales and service 
has been taken over by Philip R. Butler. 
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Fenwick Retires 

From Hawaiian Electric 

James F. Fenwick, assistant manager 
and secretary of the Hawaiian Electric 
Co., Ltd., Honolulu, retired a short time 








LAMP SPECIALISTS for Westinghouse 
are L. A. Stevens, left, and L. W. 
Noble. Stevens sells out of Memphis 
and Noble, a lighting engineer, has 
been traveling all over the country 
giving talks and demonstrations. 
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He joined the company in 1935 as rad 
field engineer in Chicago. 

Charles R. Barhydt is now commer- 
cial engineer of the division, succeedin: 
Hadlock in that work. He joined tl 
radio receiver engineering department 
in 1934 and early this year became hea‘ 
of broadcast receiver design. 


Emerson Moves 
New York Office 


The New York office of the Emerso: 
Electric Mfg. Co. is now located in th 
Graybar Building at 420 Lexington Av 


Read Directs 
Canadian Westinghouse 


John R. Read has been elected presi 
dent of the Canadian Westinghouse Co 
Ltd. He had been vice-president i 
charge of sales since 1936. Before that 
promotion he was district manager at 
Vancouver. 

Paul J. Myler, who was president 
has been elected chairman of the board 
N. S. Braden, vice-president, is als: 
vice-chairman of the board. A new po 
sition, comptroller, is the responsibility 
of John S. Martin. He had been gen 
eral accountant. 


Stern-Brown Has 
New York Display 


Stern-Brown, Inc., has opened a per 
manent display in New York for th: 
showing of its appliance lines. The show 
room is at 1150 Broadway. 


Kurtz Selling 
Conduit Pipe Products 


The Conduit Pipe Products Co., mak 
ers of elbows, couplings, and allied lines, 
has appointed Kurtz & Co., 624 W 
Adams St., Chicago, as representative it 
that territory. 


Carrier Changes 
District Set-Ups 


The Carrier Corp. has revised its 
district office organization to maintain 
closer contact with prospects and cus- 
tomers. Russell T. Tree, with head- 
quarters in New York, directs the north- 
eastern district. A. P. Shanklin has 
been moved from Syracuse to Philadel- 
phia, to head the southeastern territory 

H. G. Strong has charge of the north 
central section, with headquarters i 
Chicago. St. Louis and Kansas City ar« 
under this office. Cleveland is the main 
office of the east central states, under the 
management of L. G. Powers. He is 
also responsible for Cincinnati and De- 
troit. The south central and southwest 
territories have been consolidated unde 
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TWENTY-FIVE YEARS AGO Morris 
Blumberg, left, started his own whole- 
saling business in Detroit. And that 
same year his brother Max joined him. 
The Madison Electric Co. has grown 
steadily and now has 53 folks on the 
staff and does busines from three 
houses. 


O. W. Bynum. He locates in Dallas. 
Herbert Peacock, with offices at Los 
\ngeles, continues as manager of coast 
yperations. 


Okonite Promotes 
Charles Kirkland 


Charles M. Kirkland has been elected 
secretary of The Okonite Co. and the 
Okonite-Callender Cable Co. Following 
graduation from Harvard he worked in 
all three of the company’s plants, then 
went to Chicago as a salesman. He now 
headquarters at 501 Fifth Ave., New 
York. 

The company has opened a district of- 
fice in the National Building, Cleveland. 
I’, J. Dahleiden, who was a sales engi- 
neer in the Chicago territory, heads up 
this office. 


G. E. Supply Changes 
West Coast Personnel 


August J. Lutz, who has been dis- 
trict manager at Seattle for General 
Electric Supply, has been transferred 
to Chicago as supply sales manager. 
Harry R. Gerster, formerly western re- 
sional appliance sales manager, is now 
anager at Seattle and North Pacific 
listrict manager. 

Warren Bruce, who has been operat- 
ig manager at Portland, moves to 
seattle as operating manager of the 
North Pacific district. Bruce who has 
een doing that work at Seattle, has 
een transferred to Portland in the 
ame capacity. 


Gibson Appoints 
Nine Distributors 


F. E. Basler, general sales manager 
f the Gibson Electric Refrigerator 
orp., has announced the appointment 
f nine new distributors. They are: 


—————————EOe 
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Y%, Watt, 115 Volts—T4%% 
Bulb Supplied with Cande- 
labra Screw Base Only 
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- - as test 


* Ft-Cleen Speaped” 
Red or Yellow 
As pilot and indicator lights . 
lamps... as indicators in practically every 
branch of industry . . . there’s a market for 
millions of Neon Glow Lamps. These lamps 
—which cost next to nothing to operate— 
can be used on either A.C. or D.C., and fit 


standard sockets. Your customers will ap- 





1 Watt, 115 Volts—G10 Bulb 


preciate your recommending these efficient 
light sources. They fit many needs as no 
other lamp can. 

Get full data on the Neon Glow Lamp 
line. You will find them profitable items. 





Write to the General Electric Vapor Lamp 
Company, 891 Adams St., Hoboken, N. J. 


3 Watt Bulb S14. Finish— 
Clear. Sprayed Red or 
Yellow 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 




























June 1939 — WHOLESALER’S SALESMAN 








Frank M. Brown Co., Portland, Me.; 
H. I. Sackett Electric Co., Buffalo; 
Raybro Electrical Supplies, Inc., Tampa ; 
Shelley’s, Miami; Rasmussen Equip- 
ment Co., Aberdeen, S. D.; W. M. 
Boland, Rapid City, S. D.; Easy House- 
keeping Co., Denver; Modern Appli- 
ance & Supply Co., New Orleans; and 
Granite Furniture Co., Salt Lake City. 


Carboloy Opens 
Detroit Plant 


The Carboloy Co., Inc., has opened its 
$750,000 plant and general offices in 
Detroit, for the manufacture of masonry 
drills, used for drilling holes in non- 
metallic construction materials and other 
cemented carbide products. 

This cemented carbide plant contains 
121,750 square feet of floor space and 
will house the manufacturing facilities 
formerly divided among the plants at 
Cleveland, Detroit, and Stamford, Conn. 
The two-story administration building, 
with an area of 35,556 square feet, is of 
fireproof construction, and completely 
air conditioned. 


Universal Electric 
Holds Stag Picnic 


From early afternoon to the late even- 
ing of May 19th, customers and suppliers 
of the Universal Electric Co., Peoria, 
Ill., held a good old fashioned stag pic- 
nic at the Shore Acres Country Club. 
And those guests of Universal Electric, 
had all kinds of entertainment without 
the bother of speeches, salesmanship, 
naughty moving pictures and neckties— 
as promised in the invitation. 


Fleischer Heads 
Walker Sales 


T. J. Fleischer has been named gen- 
eral sales manager of the manufacturing 
division of the Walker Electrical Co., 
Atlanta. Fleischer joined Walker after 
spending a number of years selling for 
the Crouse-Hinds Co. 


Savage Upped 
By General Electric 


J. W. Savage, for several years active 
in the distribution and commercial re- 
search problems of General Electric’s 
appliance and merchandise department 
at Bridgeport, has been named assistant 
to Charles E. Wilson, executive vice- 
president. He now headquarters in New 
York. 

He has been with the company since 
1921, joining the wiring device depart- 
ment. In 1929 he became assistant to 
the sales manager of the merchandise de- 
partment, specializing on the promotion 
of rural electrification. He has had vari- 
ous executive positions since. 
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NEW JOBS for J. A. Mayer, left, A. L. Perry and H. G. Cook of Graybar. 


Mayer, 


who has been manager at Cleveland since 1936, has been promoted to assistant 
general power apparatus sales manager, with headquarters in New York. His 
work at Cleveland, as manager of the Erie District, is now Perry's responsibility. 
He was general superintendent with offices in New York. Cook is the new 


manager at the Grand Rapids, Mich. house. 


His affiliation with that branch 


goes back to 1920 when he took an after-school job as messenger. 


Cobb Advanced 
By U. S. Rubber 


Willard H. Cobb, for the past several 
years general factory manager of the 
mechanical goods plants for the United 
States Rubber Co., has been promoted 
to general manager of the mechanical 
goods and general products divisions. 

A graduate of Stevens Institute of 
Technology, he joined the company in 
1914. Since then he has steadily ad- 
vanced to his present position. 


Smith Heads 
Westinghouse Engineering 


Marvin W. Smith, who has been on 
the engineering staff of Westinghouse 
Electric & Mfg. Co., since he graduated 
from Texas Agriculture and Mechani- 
cal College in 1915, has been elected vice 
president in charge of all engineering 
activities. He started as a student engi- 
neer, did shop and office work, then 
moved steadily upward. In 1936 he was 
appointed manager of engineering. 


Detroit Holds 
Industrial Show 


For three days recently the Electrical 
Manufacturers Representatives Associa- 
tion of Michigan put on their third an- 
nual exhibit at the Masonic Temple 
which was attended by some 8,000 plant 
electricians, contractors and maintenance 
men. This show, the largest to date, 
contained exhibits of 100 exhibitors. 


Wesco Changes 
In Virginia 


George W. Bain who has been service 
manager for Westinghouse Electric Sup- 
ply, Roanoke, has moved to the Rich- 
mond house as purchasing agent. His 
place at Roanoke has been taken by 
Edgar Eck, who was quotation clerk at 


Richmond. Walter G. Thomas is now 
a stenographer at Roanoke, replacing 
Wilton B. Johnson, who resigned, 


Dwyer Owns 
Chicago Electric 


J. Emmett Dwyer, president of the 
Chicago Electrical Supply Co., has pur 
chased all outstanding stock of the com- 
pany, giving him complete control of the 
organization. Dwyer was one of the 
founders of the company which was or- 
ganized in 1912. 


Crouse-Hinds 
Moves Chicago Office 


The Crouse-Hinds Co. has moved 
the Chicago office to 600 W. Jackson 
Blvd. In this location, they are in the 
midst of Chicago’s electrical center. For 
some 27 years they headquartered at 
407 S. Dearborn St. 


MEN ON 
THE MOVE 


Ben H. Rice is covering Brooklyn, 
Long Island and Staten Island for R. H 
McMann, Inc., New York distributor. 

_ 


Tom Gahafer is traveling norther: 
Missouri for Armacost-Norge, Kansas 
City. H. B. Tait has also joined th 
sales staff, covering parts of Kansas an 
Missouri. 

* 


J. H. Kelly is specializing on radio 
and traffic appliances for G.E. Supply, 
Atlanta. David M. Clarke, Jr., who has 
been sales promotion manager there, 
now selling appliances. 

* 
Fred Kugel, Arthur Lax, W. F 


Walker, Sidney Lane, M. B. Meyers and 
Mark Lajoie are covering the New Yor! 
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marketing area for 
Laboratories, Inc., 
quipment. 


television 
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Waldo Foss is selling industrials in 
the city territory for Westinghouse Elec- 
tric Supply, Seattle. He was promoted 
rom the counter. That work has been 
taken over by Ed Brown, who was in 
the stock room. Chet Hills has been 
upped from quotations to sales, spe- 
on government projects and 
power companies. His former position 
is handled by Jim Waterson. Emmett 


O’Riley is doing Waterson’s former 
work in the claim department. 

. 
George M. Armstrong has joined 


Kelvinator as engineer in charge of 
range activities. He was with Landers, 
Frary & Clark, as superintendent of 
the range division. 

* 


Harold Bennett has been promoted 
from the counter to outside sales by 
the Efengee Electrical Supply Co., Chi- 
cago. T. J. McCarville is another new- 
comer to the outside force and Charles 
Tierney is selling at the counter 

* 


F. T. Keblish is covering New Eng- 


land for the Ansonia Electrical Mfg. Co. 
He was in the factory getting the 
product background. 

* 


Kirby R. Houghton is traveling up- 


state New York for Proctor Electric. 
He lives at Eggertsville, N. Y. 
* 
David N. Bunn has joined Graybar’s 


Newark house, 


’ selling in Essex County, 
N. J. 


He was with Beller Electric there. 
* 
Frank Makin travels 


southern Idaho 


and western Wyoming for the United 
Electric Supply Co., Salt Lake City. 
He was advanced from the shipping 
room, 


7 


Clarence Woodhouse now has charge 
vf sales and purchases in the sunply 
lepartment of the Brady Electric Corp., 
Elmira, N. Y. Ray E. Miller has joined 
the sales force, specializing on appli- 
inces. 





NEWEST MEMBER of the sales staff of 


the Riechman-Crosby Co., Memphis, is 
Leon B. Hastings. He works out of 
Little Rock, Ark., and covers that state 
and eastern Oklahoma. 


DuMont | 
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Tough — long wearing — heavy duty 
60% jacketed 


PORTABLE CORDS 
WELDING CABLES 
MINING MACHINE CABLES 


Designed for maximum flexibility, to resist fracture 
due to twisting, and with strength to withstand sharp 
jerks and pulls under torsion. 


Send for samples. 


PRODUCTS 











PERFECTED PRODUCTS OF OVER FORTY 
YEARS OF ENGINEERING AND RESEARCH 


Accepted and specified by the Leaders since 1894 


On sheer merit alone, Oliver Pole Line Mate- 
rials have commanded the preference of leading 
engineers throughout the elec- 
trical industry — merit that is 
measured by an exacting stand- 
ard of workmanship and progres- 
sive design founded on more 
than 40 years of experience. 


OLIVER IRON AND STEEL CORPORATION 


PITTSBURGH PENNA. 






















APPROVED | ~<a 








“The boys are just celebrating Father's Day in that electric lamp plant.” 


M. M. Kenneally has been elected 
vice president in charge of sales for the 
Porcelain Insulator Corp. Lima, Ohio. 
He had been sales manager. 

* 





C. B. Rogers is traveling Georgia and 
the Carolinas for the Ward Leonard 
Electric Co. He works out of Atlanta. 

* 


Thomas F. Reynolds is now selling for 
the U. S. Electrical Supply Co., New 
York. Well known in the territory, 
Reynolds has sold for Stanley & Patter- 
son, Viking Products and Manhattan 
Supply. 

- 


P. C. Cameron is selling Polaroid desk 
lamps and other products in the middle 
Atlantic territory. His former territory 
consisting of Michigan, Indiana, Ohio 
and Kentucky is now covered by Bruce 
Campbell, a newcomer to the Polaroid 
staff. 

* 


Milton J. Sands has been appointed 
Philadelphia district manager of appli- 
ance sales for General Electric. He has 
been in that territory since 1936. He 


replaces A. C. Sanger, who has been pro- 
moted to sales manager of the refrigera- 
tor section, with headquarters at 


Park. 


Nela 





OBITUARIES 


John J. Gibson 

John J. Gibson, retired vice president 
of the Westinghouse Electric Supply Co. 
and one of its founders, died at his home 


in Mount Airy, Pa. after an illness of 
several weeks. He was sixty-six years 
old, and had been connected with West- 


inghouse for thiry-two years. 


40 


Mr. Gibson attended Lehigh University, 
and in his early business career was 
associated with the Bell Telephone Co. of 
New York and the Southern Bell Tele- 
phone Co. He was a member of the 
local Cricket Club, the Franklin Institute 
and American Institute of Electrical Engi- 
neers, and formerly belonged to the Engi- 
neers Club of New York and the American 
Yacht Club. 

He is survived by his widow, a son and 
two daughters. 


Clayton John 


Clayton John, 43, a salesman for the 
Greusel Distributing Co., Milwaukee elec- 
trical wholesalers, died May 10 in a Madi- 
son hospital. He had been a resident of 
Milwaukee until two years ago, when he 
was transferred to Madison by the com- 
pany. 


Fred Haake 


Fred Haake, price and market expert 
for the General Electric Supply Corp. of 
San Francisco, died recently of heart 
disease. His electrical service dated back 
to 1903, as a member of the California 
Electrical Works, later purchased by the 
Western Electric Company. From there 
he went, in 1907, to the Sterling Electric 
Co., which later became the Pacific States 
Electric Co. and eventually the San Fran- 
cisco office of the General Electric Supply 
Corp. 


William C. Stevens 


William C. Stevens, 55, vice-president 
in charge of engineering, secretary and 
director of Cutler-Hammer, Inc., Milwau- 
kee, died on May 15. 
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After graduating from Cornell Univer- 
sity in 1906, Mr. Stevens joined Cutler- 
Hammer in the engineering department at 
Milwaukee. The following year he was 
transferred to the Pittsburgh sales office. 
From 1910 to 1912 he was with the sales 
department at Milwaukee, and in 1913 was 
made district manager of the western 
division out of Chicago. A year later he 
became eastern district manager with of- 
fices in New York City. In 1917 he re- 
turned to Milwaukee as general sales man- 
ager, and remained in this position until 
1924 when he was placed in charge of the 
development department. After six years 
in the latter office he was appointed to the 
executive position which he held until his 
death. 

Mr. Stevens had a fellowship with the 
American Institute of Electrical Engineers, 
and since 1930 was a Director of Globe 
Union, Inc., Milwaukee. 

He is survived by his wife, a son, and 
a daughter. 


MEETINGS AHEAD 


Chicago—National Radio Parts show 
in Exhibition Hall of Stevens Hotel, 
June 14 to 17. 


Del Monte, Cal.—Pacific Division of 
NEWA at Hotel Del Monte, June 15 
to 17. 


Digby, Nova Scotia—Canadian Elec- 
trical Association, annual meeting, June 
21 to 24. 


San Francisco—American Institute of 
Electrical Engineers, combined summer 
and Pacific Coast convention, June 26 
to 30. 


San Francisco—International Associa- 
tion of Electrical Inspectors, joint meet- 
ing of northwest and southwest sections, 
at Hotel Empire, August 14 to 18. 


se 
San Francisco—Illuminating Engi- 


neering Society at Hotel Fairmont, Aug- 
ust 21 to 25. 


MORE FACTS 


ON PRODUCTS 





Attic Ventilation—Air Controls, Inc., 
1933 W. 114th St., Cleveland. “Enjoy 
Cool Comfort in Your Home This Eco- 
nomical Way” is the name of a booklet 
designed to help the retail salesman inter- 
est home owners and business men in 
summer comfort through air circulating 
equipment. It explains with the help of 
illustrations how an attic ventilation sys- 
tem provides comfort, and outlines the 
advantages derived from its use. 


v 


Automatic Controls—The Mercoid 
Corp., 4201 Belmont Ave., Chicago. Cat- 
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No. 300 describes and illustrates 
line of automatic controls for heat- 
air conditioning, refrigeration and 
trial applications. It includes ther- 
mostats, relays, pressure limit and close 
lifferential pressure controls, temperature 
trols, oil burner and warm air fur- 
ace controls, magnetic valves, mercoid 
etically sealed switches, and federal 
anted guages. 


v 
Conduit Fittings—Appleton Electric 
Co. 1701 Wellington Ave., Chicago. 
* News item sheet, TNI-439a covers the 
sting of their special REA conduit fit- 
ings (weathertight) for rural electrifi- 


m wiring. These include lightweight 
ghting fixtures, outdoor receptacle and 
tch fittings. 
v 


} Electric Motors—Diehl Manufacturing 
Co., Elizabethport, N. J. Catalog No. 39 
S is their new Motor Price List, which con- 
tains price information and application 
} data on motors, generators, motor-gen- 
erator sets, ventilating equipment, grind- 
rs, etc. The material is arranged for 
ick and easy reference. 


v 


Electric Tools—Chicago Wheel & Mfg. 
Co., 1101 W. Monroe St., Chicago. A 
ket sized 62-page booklet describing 
nd illustrating their Handee Tools. It 
ves complete specifications of the tool 
ind its accessories, and pictures many 
f its 1001 uses. 
v 

Electric Tools—Black & 


Decker Mfg. 


Towson, Md. 1939 Black & Decker | 


italog featuring their complete line of 
rtable electric and 


tools accessories. 


pages illustrating and describing im- | 


rovements made in familiar units and 
tools added to their line. 


v 


Electric Tools—Van Dorn Electric Tool 
lowson, Md. 1939 catalog of port- 


electric tools and accessories. It 
vers drills, tool chests, stands. hole 
screw drivers, nut runners, tap- 


























RADIOS AND Joseph Arvedon, general 
manager of Arvedon Electric Supply 
Co., Boston, get together. He took on 
the Majestic line a few months ago. 
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Long Beam 
Floodlight 


FOR A BRIGHTER AND 
MORE PROFITABLE 
FLOODLIGHT BUSINESS 


Put it up to QUAD 
W holesalers 


say— "Improves lighting unit 
Contractors say—''A great line" 

Their customers say—''Entirely satisfied" 
Cash registers say—''Bing! More profit!" 


We say—Depend on QUAD— t's the right line 
for you right now 


QUADRANGLE MFG. co., 32 S. Peoria St., Chicago, Ill. 































FLOGA BOXES 
meeee AND WIRING 
fee SPECIALTIES 





« Watertight Box 





No. 110 "Latrobe 






Cut-away view showing how ta- 
pered unit receptacle fits tapered 
opening in top of box body. The 
esign, appearance, 


of installation. 


last word in d 
The Latrobe Line is and simplicity 
complete for all resi- 
dential,commercial, 
and industrial re- 
quirements. In ad- 
dition, the entire 
line is designed 
with the idea of re- 
ducing installation 
time...an impor- 
tant point to con- 
sider when select- 
ing floor boxes and 
wiring specialties. 





No. 284 Duplex Receptacle Nozzle 
With |/2” brass pipe extension. 
Neatest and most compact fit- 


ting obtainable. Also available 





with 34” pipe extension, Full- 


also offers 


FULLMAN MFG. CO. [ian 


LATROBE . PENNA. 








AN ENTIRELY 


IN SURFACE 
WIRING / 
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PORCELAIN 


PRODUCTS... 


FINDLAY OHIO 





pers, hammers, lectro-shears, grinders, 


glue pots, heat guns, sanders, polishers, 


vacuum cleaners, valve seat grinders 
and valve refacers. 

v 
Fans—Emerson Elec. Mfg. Co., St. 
Louis. Catalog X3359 illustrates and 


describes their exhaust fans, shutters and 
protective mesh guards, kitchen ventilat- 
ing equipment and their Seabreeze kit- 
chen ventilators. It gives information on 
where and how to install exhaust and 
ventilating fans for maximum benefits, 
and how to determine the most effective 
size of fans to 


use. Dimensions, per- 
formance, and prices are included. 
v 
Fittings—Killark Elec. Mfg. Co., St. 


Louis, Mo. Catalog No. 12F is plentifully 
illustrated and gives complete specifica- 
tions on their line of entrance fittings, 
ground clamps, conduit bodies, flush 
switch fittings, vaporproof lights, explo- 
sion proof conduit fittings, and trans- 
formers. Each section is designated by 
protruding tab for easy reference, and an 
illustrated index supplements the conven- 


tional written index. 

v 
Fluorescent Lighting—Frank Kelley, 
Inc., Elkins Park, Pa. A four page 


folder giving specifications and descrip- 


tion of their Nu-rescent luminaires, in- 
cluding single, double and triple lamp 
units. 

Vv 


Insulation—The Okonite Co., Passaic, 
N. J. A booklet on Okolite insulation 
contains data on the application of Oko- 
lite insulated cables for high voltage cir- 
cuits, comparative curves of the operating 
efficiency, load carrying ability and mois- 
ture installa 
tion methods, tests and available designs 


are given 


resistance. Information on 


v 


Lamp Auxiliaries 
Bellwood. I}] 


Jefferson Elec. Co., 
Bulletin 392-FL de- 


scribes their auxiliaries for use with 
fluorescent lamps, and contains data 
such as wiring, diagrams, dimensional 


specifications 


sketches and _ electrical 


Laundry Equipment—Landers, Fra 
& Clark, New Britain, Conn. A bz: 
chure describing and illustrating th 
home laundry equipment. It includes 
formation on their electric washe 
washer-dryers, and ironers, 


v 
Lighting—Reflectors, Inc., 3225 Fran 
ford Ave., Philadelphia. A_ bullet 
illustrating and describing their refl 
tor for fluorescent lighting. It includ 
list prices and sizes of both their sing 
and double lamp units. 

v 
Motors—W estinghouse 
Co., East Pittsburgh, Pa. DMF-5850 
a leaflet describing their type FJ « 
pacitor-start fractional-horsepower n 


Elec. & Mi 


tors, for use with refrigerators, wat 
coolers, stokers, pumps, compressor 
machine tools, etc. The motors ran; 


from 4% to 3 horsepower at standa 


speeds for operation on 110 or 220 volts 


v 
Panelboxes—Metropolitan Device Cor 
1250 Atlantic Ave., Brooklyn, N. Y. 
booklet describing with the help of illu 
trations and diagrams their Murray pane 
system. Detailed pictures of t 
special features of the system, such as t 
cabinets, intra-threads, and tl 


box 


covers, 


flexible unit construction are also giv 
v 
Signalling—Partrick & Wilkins Co., 
N. 7th St., Philadelphia. Illustrated cat 
log, A.I.A. File No. 31-1, describes tl] 


company’s line of annunciators, burg] 
alarm devices, bells, buzzers, chimes 
howlers, sirens, transformers, push bu 
intercommunicating systems. 


v 


Speed Reducers—Janette Mfg. Co., 55 
W. Monroe St., Sulletin 22-7 
illustrates and gives specifications of 1' 


different styles of motorized 


tons, 


Chicago. 


speed 


ducers, ranging from 1/50 to 7% H.?P 
to fit many different requirements. 
v 


Switchboard Instruments—Roller-Smit 
Co., Bethlehem, Pa. Catalog No. 48 
lustrates and gives specifications for tl] 
company’s direct and alternating current 





FOUR MEN AND A GIRL represent a portion of the staff at Union Equipment & 


Supply Co., Providence, R. I. The boss, T. P. McCartin, is at the left. 


Then we 


meet J. J. Poland, W. J. Donnelly, treasurer, Ethel Anderson and George Rundell. 
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meters, ammeters, voltmeters, wattme- 
ters, frequency and power factor meters. 
Also included is data on switchboard 
shunts, external multipliers, amme- 
} ter leads, and brackets. 








The Outlook— 
Business and Legal 
les ——— CONTINUED FROM PAGE 16 


untarily by employees and time 
spent in employee meetings run by 


employees, Washington says that 
) S both cases constitute “hours 
ca worked”, if permitted by the em- 
. ; ployer. 
3. Electrical wholesalers may 


well be affected by the Federal Food, 
ae Drug and Cosmetic Act and the 
a \Vheeler-Lea Act, relating to false 
advertising. They apply to products 
sold to relieve disease and deal with 
branding, labeling and advertising. 


el } Both these acts may apply to vi- 
t! brators, vitalators, heating pads, 
heating blankets, sweat blankets, 


hearing aids, infra red lamps, ultra 
iolet lamps, sun lamps and similar 
products. Because certain of these 
levices could be dangerous, proper 
irnings should be given when they 
zlar ire sold. The Drug Act provides 
} that wholesalers may secure guaran- 
§ tees from their suppliers. 

+. Litigation under the 
ec son-Patman Act still continues to 
2-7 ed light on the workings of this 
1 law. A recent case against Elmo 
les Corporation set up the claim 
t the furnishing of demonstrators 


Robin- 


some customers and not others 
. tituted discrimination. 
- 5. With Fair Trade Acts in 44 
tes, the Federal Trade Commis- 
rent sion is making an investigation of 
ices charged by manufacturers 
dealers, quality received by the 
nsumer and the methods used by 
istries and wholesalers and re- 
trade in price maintenance. 
6. Some 25 have 
adopted laws against selling below 
cost. Six have been held valid and 
unconstitutional. Some at- 
tempt a detailed definition of the 
of doing business, including 
rent, lighting, wages, etc. Others 
deine cost as invoice or replace- 
ment cost, whichever is lower, plus 
a iixed markup, sometimes placed 
at 6 per cent at retail and 2 per 
cent at wholesale. But the admin- 
istration is showing serious doubts 
as to the economic value of such 
statutes. 


states now 


‘ 
. 
e 
. 


1939 


Jure 








Laboratories, Inc. label. 


FOR INSPECTION WORK—ID and W models 


—NU-RESCENT— 


IMPORTANT —Be sure that every Fluorescent fixture you buy bears Underwriters 


Nu-rescent does. 





FOR SPREADLIGHTING 3 ft., 4 ft., and 6 ft. Troughs 





OUR POLICY —Nu-rescent Reflector Luminaires are and always will be marketed 


exclusively through recognized Electrical Wholesalers without exception. 


FRANK KELLEY, INC., ELKINS PARK, PA. 


LAMP DIVISION 
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FOR THE LOW-PRICED FIELD 


THE NEW 


SIGNAL 


AUTOMATIC 


Wall Box 
VENT FAN 


; 
. 


10’ Quiet Type Blades 

Totally Enclosed Motor 

Automatic, Weather-tight Shutters 
Telescopic Design for Walls 7” to 24” 
Easy to Install 

Door Operated Switch 

Air Displacement 615 C.F.M. in free air 
List Price $24.00 


Write for 1939 fan catalog, merchandising program, and prices 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan 
Offices in all principal cities 











“INFORMATION, PLEASE’ 


—turn to this storehouse of buying data! 


From cover to cover, the Electrical Buyers Reference has been built, 
year after year, with the single purpose of telling quickly and accurately 
what you want to know about thousands of electrical and allied 
products—made by hundreds of manufacturers. Make it your FIRST 


place to look for buying information. 





ELECTRICAL BUYERS REFERENCE e Electrical Contracting Edition @ 330 W. 42nd ST... NEW YOI 


ae 
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@ INEXPENSIVE 


LAB., INC. 


REFLECTO-DUCT 


FLUORESCENT LIGHTING 


Copyright & Patent Pending 


A new and better reflector that is 


HIGHLY EFFICIENT 

EASY TO INSTALL 

RICH IN APPEARANCE 
LISTED BY UNDERWRITERS 





osition. 


WHOLESALERS— 


Write for details on our prop- 


There's profit in it for you! 


REFLECTORS, INC. 


Philadelphia, Pa. 


| that 


| quantity 
price reduction to the point where 


| of television 
| wholesaler and dealer channels. The 
| wholesaler handling this new line 
| must be prepared to do these things: 


3225 Frankford Av. 








480 LBS. 
PULL TEST 


Capacity of scale used In 
test: 500 Ibs. Lugs used 
same size as shown below, 
for #8 to #4 wire range. 





Here’s proof you 
can depend on 
ILSCO Solderless 
Lugs to grip 
wires securely — 
as much 
as 480 LBs. PULL! 


against 


Learn what Your 
customers who 
use lugs, think 
of the ILSCO line. 
Write for large, 
attractive display 
card. No cost. No 
obligation. 


‘LSCO COPPER TUBE & PRODUCTS, INC. 
5629 Madison Rd., Cincinnati, Ohio 


Television 
Today and Tomorrow 
CONTINUED FROM PAGE I7 
achieved 
and 
justify 


reductions 
technical 
producti mn 


cost 
through advance 


will 


100,000 American families will be 
enjoying television reception by the 


| end of 1940. 


The speaker said further that it 


| is the intention of his company to 


develop the sale and distribution 


receivers through 


1. Provide a properly trained 


service organization. 


2. Maintain installation 
for antennas. 


3. Have an outside service organ- 


crews 


ization. 


4. Purchase and maintain ade- 


| quate test and service equipment. 


5. Carry adequate stocks of serv- 


ice parts and tubes. 


The most important thing at this 


point, Mr. Vogel believes, is that | 


we avoid overselling television. It 
is so new, and the public is so anx- 
ious for it, that it 
over backward, and refuse to make 


is best to lean 
sales in locations where good recep- 
tion cannot be obtained, or to people 
who expect the impossible. 

Also, wherever television receiv- 
ers are sold, dealers must insist on 
the best possible installation with a 
properly designed antenna. 











Wholesalers 
at Hot Springs 
CONTINUED FROM PAGE 13 


for protection on published sheets show- 
ing margins. A questionnaire 
will be sent to individual members to 
learn their views. 

Batteries and Flashlights Committee, 
H. C. Calahan, Chairman—Recommended 
the manufacturers of portable radios sell 
batteries, and in all cases use 
standard types and regularly 
stocked by wholesalers. 


resale 


less 


sizes 


| 
| 


Cast Metal Conduit Fittings Commit- | 


tee, A. H. 


schedules 


Kahn, 


satisfactory. 


Chairman—Present 


are The manu- 


| facturers are unwilling to extend price 
} protection 


beyond the present 45 day 
period. They receive no more protection 
than this on their raw materials. 

Conduit Committee, L. E. 
Chairman—Sales agency plan has 
been successful, but will be continued in 
the hope that conditions will improve. 

To help solve the problems of over- 


Latham, 


June 1939 — WHOLESALER’S SALESMAN 


not | 


200 BSG 


eT 
AFTER ALL— 


SHAWMUT 
SHUR-LAG 


RENEW ABLE 


FUSES 


©he CHASE-SHAWMUT 
COMPANY 


NEWBURYPORT 
MASSACHUSETTS 





TRICO PRODUCTS 


have stepped up sales for 

Wholesalers everywhere. 
Every item is outstandingly 
different — recognized for 
quality —nationally advertised 
—and above all, sold under 
a controlled ‘‘THRU THE 
WHOLESALER" policy 
that builds a solid profitable 
business for you. 
For Prestige -- For Profit 

Sell Trico 


TRICO FUSE MFG. CO., 


TRICO 


STOP WASTED KILOWATTS AND WASTEFUL SHUTDOWNS 


POWDER 


PACKED 








The Fastest Cutting, 
Longest Wearing Drill 


Ever Introduced! 








PRICES REDUCED 
Send for new leaflet 











Drills Holes In Concrete, 
For All Tile, etc. 50 - 75% Faster! 
Rotary Elec e 
trie Portable Stays Sharp Up To 
ee 50 Times Longer 
& 


No more hammering! No more 
chiseling! No more slow, costly 
methods of hole drilling! The new 
Carboloy Masonry Drill drills 
holes in concrete, brick, tile, slate, 
etc., 50% to 75% faster! Lasts 
up to 50 times longer! Holds 
sharp cutting edge for weeks of 
continuous use. Drills holes accu- 
rate “‘to the hair.’’ It’s the perfect 
drill for installing 
expansion anchors 
quickly, cheaply 
and easily. 

Get the facts on 
this greatest time- 
saving, money-sav- 
ing drill ever of- 
fered. Tear out 
this advertise- 
ment and mail 
a _— today for free leaflet and quick- 


<n Profit resale proposition. 
Aa CARBOLOY COMPANY, INC. 


11133 E. 8 Mile Ave., Detroit, Mich. 


FN 50) Kod 6 





WRITE 
FOR 
FREE LEAFLET 


and quick-profit re- 
sale proposition. 








The Mark of DRAG 


06 8 PAT. OFF 





MASONRY DRILLS 











protection and switching on Specific 
Suilding Jobs, a small committee was 
recommended of two or three manufac- 


and contractors to 
determine the proper size for these pro- 
tections. Manufacturers are receptive to 
any plan that will increase their profits. 
Fan Motors Committee, C. W. John- 
Chairman—Electrical wholesalers 
must do everything possible to reduce 
overhead and the cost of handling fan 
business, if they retain their 
volume in the face of competition. 
Industrial and Commercial Lighting 
Committee, W. W. Booth, Acting Chair- 
man—Most manufacturers quote net 
prices, while others follow an extended 
discount schedule. The committee will 
questionnaire the members to determine 
whether individual wholesalers favor: 


turers, wholesalers, 


Son, 


are to 


1. Net price schedules 

2. Quotations F.O.B. factory or F.O.B. 
warehouse 

3. Differentials for direct shipments 

Some new fluorescent equipment seems 
to be improperly designed, and much is 
offered for without underwriter’s 
approval. It is hoped that all manu- 
facturers will soon offer only approved 
material. 

Lamp Committee, B. T. Hare, Chair- 
man—Recommended studies of the lamp 


sale 


business to provide facts and figures on 
increases in cost of doing business and 


cost of servicing small orders. 

Outlet and Switch Boxes, and Asso- 
ciated Materials Committee, C. E. Ma- 
son, Chairman—Will study quantities 


purchased and stocked by wholesalers, 
and the contractor’s usual unit purchase, 
to provide manufacturers with data on 
which to base changes in standard pack- 
age quantities. The committee recom- 
mends elimination of slow moving items 
and all black 

Outside Construction Material Com- 
mittee, G. F. Hessler, Chairman—Atten- 
tion called to the market presented by 
R.E.A. financed homestead wiring. 
of the farms served by any R.E.A. line 
must be wired the line is ener- 
gized. Means must be found to interest 
the contractors in this work. Otherwise 
the material will be purchased from the 
mail order chain retailers. 

Radio and Tubes Committee, Percy 
Stern, Chairman — Recommends _ that 
manufacturers give wholesalers oppor- 
tunity to buy obsolete stocks, before 
offering them through other channels. 
Because of the small dollar profit, manu- 
facturers should not charge wholesalers 
any part of advertising on sets listing 
at $29.95 and less. National magazine 
advertising by manufacturers should 
quote only F.O.B. factory prices. Indi- 
vidual lines should be limited to 15 
models, and new models introduced only 
four times a year. 

Ranges and Water Heaters Commit- 
tee, J. M. Newton, Chairman—Recom- 
mends that range manufacturers adopt 
a sticker to be placed on new ranges out- 
lining procedure to be followed in un- 
packing,—cleaning and care of porcelain 
enamel, and making claims against the 
carrier for shipment damages. 

Committee recommends that members 
with manufacturers of 


fittings. 


75% 


before 


the 


cooperate 
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standard ranges and water heaters. 
Committee, mp. HF 


Refrigeration 
O’Brien, Chairman—Since the October 
meeting, refrigerator manufacturers 
generally have adpoted inventory co 
of distributors’ stocks. As a ri 
stocks are small, turnover has been 
proved, and the wholesaler’s 1939 re 
erator business is generally profit 
As all inventory control is based 
voluntary submission of stock report 
the wholesalers, it is important that 
be sent in promptly. Methods for 
posal of prior year models are now s 
factory. Some progress is being mad 
reducing the number of models. 

Residential Lighting Fixtures ( 
mittee, S. S. Front, Chairman— 
tendency of architects and interior de 
ators to eliminate ceiling fixtures f 
dining and living rooms causes a los 
fixture and also wire, swit 
and box business. The elimination 
ceiling outlets from new constructio: 


orders, 


unwise, especially on low-cost hou 
projects. 

Small Socket Appliances Committ 
G. J. Crossman, Chairman—Pr 


service on repairs is vital. 30th 
manufacturer and the wholesaler can d 
much to expedite matters. Wholesalers 
should pack returned appliances care- 
fully, to avoid additional damage 
transit. Wholesalers would like adva: 
notice of obsolescence and smaller stand- 
ard packages. 

Ventilating and Air Condition 
Equipment Committee, G. K. Hever 
Chairman—Recommends wholesalers se) 
only high quality, honestly rated appar- 
atus, which performs in accordance wit 
the standards adopted by the A.S.H.V.! 
and N.A.F.M. To sell his share of atti 
fans and kitchen ventilators the whol 
saler must promote the use of displays 
by contractor and dealer customers. 

Washer, Ironers and Vacuum Cleaners 
Committee, R. J. Brown, Chairma 
Active promotion is hampered by low 
prices and narrow margins. The com- 
mittee recommends concentration on t! 
higher price models. Both manufac- 
turers and wholesalers, in hiring new 
salesmen, should select men with retail 
experience. They understand dealers 
problems and are more successful. 

Wires and Cable Committee, Walter 
Williamson, Chairman—In view of the 
thoroughly demoralized condition of th 
wire and cable market wherein prices ©! 
the same commodity vary from 12' 
discount to 28-5% or more, the commit- 
tee felt there was no basis on whic! 
to make a constructive or helpful re; 

Wiring Devices Committee, C. Mc- 
Kew Parr, Chairman—Favors recogni- 
tion by manufacturers of wholesalers wh 
carry adequate stocks, and a policy that 
will protect wholesalers against pric 
reductions. Manufacturers should carry 
stocks of slow moving items. 

A recent survey indicates that pre 
standard package quantities are 
geared to the wholesalers and contract 
purchasing practices. 

I.A.E1. Committee, Fred 
Acting Chairman—Following sug 
tions in October, some 20 wholesa 
have joined local inspectors’ groups. Sev- 


Ese) 




















more applications are pending. The 
ctors will soon propose a uniform 


ical ordinance form. Ejiseman will 
sent NEWA in the joint committee. 


The Casino Party 


\t the Casino Party, Wednes- 
evening, prizes were presented 
the winners of special events. 
Bridge prizes of evening bags were 


presented to Mrs. O. E. Franken- 
ush, Mrs. H. W. Gee, Mrs. I. E. 
Greene, Mrs. C. Morgan Hall, Mrs. 
Julian A. Hawks, Mrs. W. R. 
Kiefer, Mrs. C. H. McCullough, 
Mrs. W. T. McCullough, Mrs. A. J. 
MecGivern, Mrs. Arch McKay, Mrs. 
E. kK. Moore, Mrs. M. W. Nichols, 
\Irs. S. Rosenthal, Mrs. Fred Rost, 
Mrs. Perey Stern, Mrs. Waldso 


furner and Mrs. R. W. Turnbull. 

First prize for the ladies’ putting 
contest, a fitted vanity case, 

Mrs. N. J. MacDonald. Second 
prize, eight salad plates, went to 
Mrs. L. Reid, and third prize, an 
argental hors d’oeuvres dish to Mrs. 
EK. K. Moore. 

Door prizes went to Mrs. 


was won 


Anixter, 


Tully, Mrs. MacDonald, Mrs. 
Glenn and Mrs. Litscher. 
In the wholesalers’ golf tourna- 


HOW TO KILL A SALE 


WELL. IM GLAD TO SEE 
You THREW THOSE 


RATS OUT OF CITY ii 


HALL, MR. WEEMS 


ment for the NEWA trophy, 5. 


Rosenthal won low gross with a 77. | 
Leo | 


Blind 
Meagher, 


bogey winners were 
W. R. Kiefer, M. W. 
Nichols, L. M. Nichols and Roy 
Adams. In the manufacturers’ golf 
tournament, N. J. MacDonald turned | 
76 to win low Blind | 
winners were J. P. Spicer, 
G. Raymond, 


in a 
bogey 
Dave Youngholm, D. 
H. D. Rice and R. C. Graves. 

The head-liner of the entertain- 
ment Mickey McDougall, 
card detective and author of the 
book, “Gamblers Don’t Gamble.” 


Oo 
gross. 


was 


| 
| 


the | 


His show was a revelation of what | 


may happen to the unsuspecting 


bridge or poker player when he runs 


against the wrong kind of competi- | 


tion. McDougall was ably supported 
by Marshall Montgomery, ventrilo- 
quist, Theodore Byers, baritone and 
Sernice Stevens, the singing-yodel- 
ing-whistling star. 

The party was voted the 
many a year, and all joined in con- 
gratulating Lyle Fife, chairman of 
the program committee, Al Hall- 
strom, chairman of the golf commit- 
ee, Chris. Litscher, 
entertainment 
committee members for 
was all handled. 


best in 


committee 


the way it 


Rats (22l ge Y 

WHADDUYA MEAN 

— rars | f 

WHY You — | 
ae. 























chairman of the | 


| 


and their | 


vererres 





The leading utility companies and 
“industrials” use PENN-UNION fit- 
tings to make certain of dependable 
connections. 


Penn-Union 
designed and 


They know that every 
fitting is carefully 
manufactured .. 


. thoroughly tested. 









Standard and 
special types, 
for every need, 





Straight and 
angle. For tube 


and cable 


All types; tub 
ing or cable, 
or flat bar. 


These fittings are high conductivity 
copper alloy, with machined contact 
surfaces. 
More than 6,200 items in the Penn- 
Union line . for every type of elec- 
trical connection : 

. . including many 
_NEW and IMPROVED 
fittings. 


Write for catalog. 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE, PA. 





You'll find it in the complete line 


UNION 


Conductor Fittings 
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ALL 
SCRULUGS 
ARE TIN- 
PLATED 





BURNDY ‘Sse issse. ire 





SUPERIOR 
NAIL KNOBS 


Approved by National 
Board of Fire Under- 
writers. Real leather head 
washer; extra heavy cap; 
positive grip wireways) 
new Code base; steel 
spring washer; and 12d 
cement coated nail. 


SEND NOW for newest 
literature including low 
price lists. 


SUPERIOR PORCELAIN CO. 


Box 669 Parkersburg, W. Va. 











SALESMEN WANTED 


Large Ohio Wholesaler, due to expan 
sion, needs an experienced supply and 
sinall appliance salesman to call on 
contractors, industrials, dealers, ete 

Also needs experienced lighting sales 
man, capable of managing department, 
and thoroughly acquainted with com 
mercial and residential illumination 


Please give full details—age, experi 
ence, salary, former employment and 
references, enclosing snapshot 


The Wholesaler's Salesman 
Box No. WS-61 


330 West 42nd St., New York City 
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SHERMAN 
SOLDERING LUGS 










SIDE FORMED 
Low Cost © Dependable 
Practical © Correctly Made 
Complete Line 
Send for Trade Bulletin No. 6 


S) 


H. B. SHERMAN MFG. CO. 
Battle Creek Michigan 














YOUR EXPORT DELIVERIES 


( We handle overseas orders for American 







electrical wholesalers or electrical manu- 
facturers. We pay cash in New York, carry 
the foreign accounts and assume the respon- 
— for consular and customs require- 
ments. 





















360 FURMAN ST, 
CABLE ADDRESS 





































INSULATED 
STAPLES 


S.H.COUCH COMPANY, Inc. 
North Quincy, Mass. 





Manufacturers’ Opportunity 


A prominent Ohio Corporation, well 
established for many years in the 
Appliance and Supply field, and with 
an organization of wholesale men and 
dealers covering the State would like 
to contact responsible Manufacturers 
who are interested in acquiring the 
services of such an organization, to 
act as their AGENT throughout this 
area. 

Ample Merchandising-Warehousing and 
Financial facilities. 


All replies held strictly confidential. 


Box No. WS-62, 330 West 42nd Street 
New York, N. Y. 
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